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A7| REACTION from the depression in 
Bee) building construction is promised for 
“p.%@| the coming year. New industries 











‘must be housed. and older institutions 
need room to expand. 


q The demand for Industrial Lighting will 





increase as a direct result of this building 
activity, augmenting the normal ee 
for replacements of obsolete and inade- 
quate systems of lighting. 


X-Ray Beehive Industrial Reflectors meet 
the most rigid requirements of modern 
illumination. They represent the latest 


development in factory and shop lighting. 


The demand for these reflectors will be 
large, and most jobbers are anticipating it 
by advance orders. 


Information and literature may be obtained 
by addressing The National X-Ray Reflector 
Company, 235 West Jackson Boulevard, 
Chicago, Illinois. 
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GENERAL MANAGER :—Regarding 
our new factory, John, let the contract 
for electric wiring to the lowest bid- 


der. 






: Sy i uN Ng 


i N Ni I" ay 


DEPUTY FIRE MARSHALL:—Have 
those switches removed—they are a 
dangerous fire hazard. 
SUPERINTENDENT :—We had no 
idea of the danger. We will have them 
taken out. 



















Square D 
Safety 
Switches 








CONTRACTOR - DEALER -—The 
price | have submitted does not include 
Square D Safety Switches. They will 
cost you a little more but the protec- 
tion 





SUPERINTENDENT :—Put in the 
open-knife switches, if they are cheaper 
—never had a fire yet. 





But the new building burned before 
the change was made. Did it pay to 
do a cheap job? 








Square D 
Company 


1400 Rivard Street 
Detroit, Michigan 
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“Headwork” 


A Jobber’s Salesman’s Job Is An Ideal School 
for Level Thinking 


By FRANK B. RAE, JR. 


. other day I was in the vicinity of the old college 
town, and ran over for an hour to get another whiff 
of the atmosphere of learning. The ivy-covered 
buildings, the arched elms that made College Row a veri- 
table cathedral, the grey-headed profs maundering about 
the campus—lI heaved a sigh like the umph-umph player 
on the village band, and envied the hustling youngsters 
their joys and opportunities and kid politics and tragedies 
and all the intense experience that makes college one of 
the realest things in life. 

Later I wandered out to Gore Field, where the football 
team was committing mayhem upon a gang of gangling 
scrubs. There was the usual assortment—stolid lines- 
men, lithe ends, gritty backs and a quarter who reminded 
one of a pugnacious chipmunk. The coach remembered 
me; we were soon talking shop. 





“Now, Tuatr Lap THere,” 


Sam THE CoAacH, POINTING. 





“Now, that lad there,” said the coach, pointing. “I 
like him; he uses his head.” The young Goliath dived 
foremost into the mass, after the manner of a 
human billygoat. 

“Some headwork,” I agreed. | 

* * x 


dome 


Headwork is various, as this trifling incident suggests. 
The football coach esteemed the sort of headwork that 
could butt its way through the softer portions of an oppo- 


nent’s anatomy. A considerable number of people con- 


sider the head as a convenient and automatic hopper 
leading to the stomach; others (such as politicians) have 
heads which emit high-sounding blather at a profit. A 
very few use their heads to think with. 

Even among those who think with their heads, there 
is great diversity. 


Some think straight; some think 








“T Like Him; He Uses His Heap.” 
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crooked, and some think around and around in circles. 
Some think of the past, some of the future and some only 
of the present. Certain think-tanks cannot contain two 
ideas at the same time without backfiring, while others 
resemble boarding house hash in the variety and incon- 
gruity of their content. Some thinking is rose tinted and 
sweet smelling, like a foolish flapper, and some bears 
likeness to ripe cheese as to smell and looks like what 
you see when you lift a heavy stone. Some people think, 
some only think they think, but the majority grope their 
way toward the grave without a single cerebral reaction. 

Realizing which, I also realize that there is a certain 

futility in writing about thinking. 
* * * 

The only kind of thinking that is worth two whoops is 
thought for the future. Yesterday is dead: today is 
what it is: tomorrow is what you make it. 

Beware of the man who blats of what he did during 
the war or in the vear of the big wind. Beware doubly 
of the man who is either smugly satisfied or profanely 
disgusted with the present. But put down a small bet 
upon the fellow who is sensibly thinking on the future. 
He is the bambino who will be sopping up gravy when 
the rest of us are tightening our belts. 

Doping out the future is only possible to those who 
have adopted immutably a definite plan of life and code of 
action. That's true of and _ businesses alike. 
Frexample, I know a concern doing close to three million 
a year that makes up a new policy every time it con- 
fronts a new problem—or an old problem in a new en- 
vironment. The management of that company is so 
almighty busy making decisions and settling policies that 
the whole bunch is tottering on the brink of nervous 
prostration, thus— 


men 


Enter the sales manager bearing a letter. 

“Here's a big distributor in Oklahoma who wants to 
handle our line. What’ll I tell him?” 

“Does he wear spats and part his hair in the middle?” 

“The salesman’s report says he does.” 

“Then quote him full list prices.” 

“But we quoted jobber’s prices to the last man who 

Why not—” 

“That fellow was from Boston. Makes a lot of differ- 
In Oklahoma a man who wears spats isn’t a 
Anyway, I’m kinda off these 
Saw one on the street car 


wore spats. 


ence. 
distributor, he’s a dealer. 
distributors this morning. 
coming down town, and he beat the company out of a 
fare. You can’t trust ’em.” 

Exit the sales manager to dictate a new Oklahoma 
policy that fits blond distributors who wear spats. 

You all know this type. When they’re salesmen, they 
“hold out something” on the trade, they never quote their 
real price until a hard-boiled P. A. squeezes it out of 
them, and they use any discretion the house may grant 
them to play favorites. Later, if they are lucky enough 
to become executives, they spend their days in making 
patchwork policies. The future to them is kaleidescopic. 
It begins tomorrow and extends about as far ahead as 
Thursday noon. When they go to a restaurant they order 
only meat and potatoes because they can’t think so far 
ahead as the pie and coffee. 

* *& & 


And then there is the dodo whose thought is eternally 





He still measures things by the price-stand- 
He ends every political discussion with a 
No show is com- 


of the past. 

ard of 1914. 
sigh because we “can’t have Teddy.” 
plete to him because Lillian Russell is not in the cast. 
His favorite drink is bourbon. 

When Patrick Henry batted up his famous fungo, “We 
can only measure the future by the yardstick of the past,” 
or some such nonsense, he uttered a jawful—of mush. 
He thereby and at that minute gave the chariot of prog- 
ress a flat tire that never has been effectively patched. 
For if that were true, whernell would the electrical 
industry .be?—answer me that. Henry’s proposition is 
that what hasn’t been done can’t be did, whereas you and 
I know that we get our coffee and wheats by doing the 
impossible. I say, beware of these flamingoes who con- 
tend that there'd be no need of cord tires if we built roads 
the way the Romans built ’em. What I’m looking for is 
a husky guy to help me change tires so I can get some- 
where on the road I’ve got to travel. 

* * * 

Thinking ahead! 

Doping out the future! 

If there’s anything that’s more fun and harder work, 
I have not yet heard of it. Nor is anything more profit- 
able to the man who can think straight. 
do that. I can’t. 
is fun. 

What are you going to do next year? 

How many fans will you sell in February?—and to 
whom ?—and why? 

When does the next building boom start?—and is your 
stuff included in the hundreds of specifications that lie in 
architects’ and contractors’ offices waiting for the signal? 

Where can electrical dealers find competent sewing 
machine demonstrators to take care of the business in this 
line when they begin to push it next year? 

What sort of wholesalers are going to corral the appli- 
ance business of the hardware and housefurnishing goods 
stores?—and don’t you think this business logically be- 
longs to the electrical jobbers ?—and what are you going 
to do about it? 


These and a thousand more questions you should be 
asking and answering for yourself. Upon your ability 
to answer them correctly depends in some measure your 
future. 


Not many can 
But we all can try—and even trying 


Don't tell me that you pay the boss for doing this sort 
of thinking for you. I know it. That’s why he’s boss. 
If you could do all the forehanded, futuresque, ouija- 
board headwork for the firm, you’d be boss. The differ- 
ence between your pay and what the Old Man gets is in 
almost exact ratio with your ability to think and his. Not 
exactly—but almost. The chance is that he really 
should take a bigger split than he does because the chance 
also is that he’s worth relatively more. For he not only 
has to dope out the future but he has to back his own 
dope with real money. That takes not only brains but 
nerve—and nerve is worth quite a decent percentage in 
this modern business game. 

As a matter of fact a salesman’s job is an ideal school 
for level thinking, especially a jobber’s salesman’s job. 
Here you have a chance to think ahead for your dealers, 
planning their Christmas sales in August, doping out the 


(Continued on page 72) 
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Via the Jobber’s Salesman 


Carry the Message of “Say Merry Christmas Electrically” to Your Dealers 


By THOMAS F. CHANTLER 


The Society for Electrical Development, Inc. 


F not already, you soon will see announcements about 

I The Society for Electrical Development’s plan for 
helping your customers make this the most success- 

ful retail selling season in the history of the electrical in- 
dustry. It will be, too, unless all signs are at fault and 
that’s not likely. And there’s no need to tell you—a job- 
ber’s salesman—that the merchandise the dealer 
sells to the public at large the larger will be your business 
with the dealer. 


more 


So you have every good reason for 
whooping things up for your customers and helping them 
to keep the cash register jangling, haven’t you? 

But when it comes right down to the fine point you may 
find yourself at a loss to know what is most important to 
do and where to start in helping the dealer. Your willing- 
ness and purpose to help 
vourself by helping the 


campaign and the advertising and selling helps which 
are available, in the November issue of the Society’s 
monthly publication. Nevertheless, there may be some 
who will not learn about this co-operation that’s available 
in time to take proper advantage of it. It will be well, 
therefory, to know about these things so as to be able to 
tell dealers who may otherwise be late in learning about 
the campaign for themselves. 

“Say Merry Christmas Electrically” is the idea which 
will be sold to the Holiday shopper as a result of the big 
drive now being started by the S. E. D. 

Electrical dealers throughout the country who take 
advantage of the Society’s help will profit. Central Sta- 
tions will be benefited, whether they sell appliances or 
simply service. Jobbers 
will feel the effect of 





dealer are taken for 
granted; but when a 


man’s prime objective, 
day in and day out is to 
collect dealer’s auto- 
graphs (orders _ at- 
tached) it’s sometimes a 
bit difficult to get away 
from that point of view 
far enough to see the 
dealer’s problems as 
you must in order to 
help him. So the editor 
of Tue JopBer’s SALEs- 
MAN has asked the S. E. 
D. to supply some “how- 
to’s’ for you to pass 
along to the dealer, 
things he should and 
must do if he‘s to get 
his rightful share of the 
Christmas business. And 
here they are. 
x * * 

At Christmas time 
particularly a special ef- 
fort is made to help all 
dealers roll up a big vol- 
ume of business. ‘The 
plans for helping the 
dealer this 
are far and away ahead 
of anything that has been done during previous years, 
and great effort is being made to bring notice of that 
fact to the attention of all electrical dealers especially, 
and all others in the industry, too. Dealers who are 


Curistmas Winpow DiIsPLays 


Christmas 


members of the S. E. D. will be told about the Christmas 








FURNISHED BY 
ELectricaL DEVELOPMENT, INc. 


the drive quickly. Manu- 
facturers, of course, will 
derive the ultimate bene- 
tit from the sale of more 
appliances while central 
stations will derive their 
benefit the 
creased current 
sumed on existing lines. 
All will profit to the 
extent that they get be- 
hind the movement and 


from in- 


con- 


push. 

The 1920 Holiday 
selling movement will be 
a drive for the entire 
electrical industry. All 
may take part. 

The feature of the 


dealer-helps to be issued 
this year will be the five- 
window display 
cut-out. This beautiful 
set will be lithographed 
in eight colors. It will 
be of such a nature that 


piece 


it will be appropriate in 
any size or shape of 
window. With the cut- 
outs will be 
full illustrated 
tions for 
most effective use of the material. 

In addition to the window display material the Society 
will distribute Gift Suggestion Booklets and folders; an 
attractively lettered note for dealers to mail, inviting 
their prospects to come and see their display of Electrical 


THE SOCIETY FOR 


included 
instruc- 


making the 





















































THE JOBBER’S fA] SALESMAN 








Gifts; lantern slides and poster stamps. Newspaper 
advertising cuts and copy will also be furnished. 

The campaign will be fully described and complete 
plans given for carrying on a successful selling drive in 
the forthcoming issue of the S. E. D. Monthly Sales 
Service. This booklet, which will be mailed about the 
middle of October to the entire electrical industry, will 
also describe and illustrate all the dealer helps. 


* * + 


No dealers could afford to have materials such as those 
prepared exclusively for his own use; so you will be taking 
a very practical method of helping your customers, if you 
urge them one and all to get and make good use of these 
big helps to merchandising. Members of the Society 
can secure all these campaign helps and materials prac- 
tically without cost, and to non-members the expense will 
be purely nominal, a mere trifling fraction of what it 
would cost them to prepare those things for themselves. 

Many dealers require to be stirred up to appreciate 
their opportunity for business this Christmas season. You 
can arouse them. 

Electrical service and electrical appliances generally 
have passed through the probationary period and now 
occupy a strong position in the public’s favor. The sug- 
gestion to “Say Merry Christmas Electrically,” which 
is the basis of this year’s campaign is being made at just 
the right time. The dealer whose advertising and mer- 
chandising tactics indicate that he expects shoppers to 
“Say It Electrically” will be supplying the last link in 
the chain of suggestion designed to make them do just 
that. 

Make it your business, therefore, to have all your cus- 
tomers tie in with the general, nation-wide campaign, 
which they can do by making the slogan, “Say Merry 
Christmas Electrically” the basis of their local efforts 
too, and by making good use of the helps the Society 
has prepared. Tell them what other progressive electrical 
dealers are doing to cash in on this opportunity to do a 


big Christmas business. Show them why they should do 


likewise. Tell them how the S. E. D. will help them. 
Urge them to write to the manufacturers; explain what 
your own house is prepared to do by way of making 
this a truly Electrical Christmas. 

In other words, your responsibility as the ambassador 
of manufacturer and jobber alike opens to you the role 
of the Paul Revere of the electrical industry, and your 
message should run something like this: “Christmas is 
coming and with it the opportunity to do a big retail 
electrical business. People are more than half inclined 
already to ‘Say Merry Xmas Electrically’, and very, 
very many of them will do so and be glad that they did— 
providing your advertising, your window displays, your 
circularizing and the merchandising tactics here in your 
store put forth the suggestion that you are expecting 
they will do so.” 

Now, it’s regrettable but none the less a fact as you 
well know, that the lighting in some electrical shops is, 
to say the least “punk.” Yet if there be one store above 
another that deserves to be properly lighted the electric 
shop is that one. During the holiday season, when shops 
in all lines are kept open during the evening and the 
streets are ablaze with light, the occasional poorly lighted 
shop is as noticeable as a soiled and frayed collar on an 
otherwise well dressed man. And the shop that suffers 
that handicap is very likely to be given the go-by. 

Tell the proprietors of such poorly lighted electric 
shops about how the more progressive dealers you visit 
have found that it pays to light their stores and windows 
properly. And should there not be time enough to make 
the necessary improvements in the lighting system before 
the Holiday shopping season opens, then advocate their 
making a temporary use of larger lamps in the present 
sockets, or connecting up a few of the lamps that are on 
display and placing them where they will do the most 
good. 

First of all, caution them against allowing their mer- 
chandise to encroach too much upon the aisle space, or 
placing pedestal lamps or other such things where shop- 

(Continued on page 82) 





wholesaler. 


nounced in the November issue. 
It is not too late to send in your letter. 





Salesmen or Ordertakers—Which ? 
—$25 Prize for Best Reply— | 


| e spite of the very obvious developments that have taken place in the electrical job- 
| bing field, there are still some unobserving—or should we say antiquated—manufac- 
turers who consider jobbers’ salesmen as order takers. ‘THE JOBBER’Ss SALESMAN overlooks 
no opportunity to refute such implication. We know that the demands of the present day 
jobber call for the highest type of salesmanship and no little credit for the very substan- 
tial progress made in the industry during the past few years is due to the salesmen of the 


We are prepared to give the widest publicity to the position of the jobbers’ salesmen. 
Here is your chance to answer these unfair criticisms. Write us a letter telling why you | 
are a salesman—not an order taker. Base your letter on a personal experience if possible. 

A cash prize of $25 will be paid for the best letter submitted and $10 for the second 

| best. One dollar will be paid for every letter suitable for publication. Awards will be an- 
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What Salesmen Should Know About 


Attractive Window Displays 


Here is One Way of Helping Your Dealers 


By G. 


HE jobber’s salesman who wishes to give worth 
while assistance to his customers—to help them 
in turn to sell what it is his business to sell 
them—will constantly be on the lookout for means of 
putting into effect this broad policy of dealer-help which, 
for want of a better word, we will have to call “service’’. 
And the salesman who makes himself most valuable to 
his house is the one who effectively carries this service 
to his customers 





-a service which is not complete until 
the dealer-customer has sold what the jobber has sold to 
him. In the old days of “commercial travelers’ and 
“drummers” it was enough to get the order. The house 
could worry about the delivery and the collections; the 
buyer would have to get rid of the stock as best he 
could. To-day, with modern merchandising methods, 
we work differently. To-day manufacturers and job- 
bers realize that it is sound business practice to go a 
long way in helping the retailer. Common sense tells 
them that the more merchandise the retail merchant 
sells the more they will sell him. 

In a previous 
article I sug- 
gested one way 
in which the 
jobber’s _ sales- 
man could help 
his customers 
sell more — by 
assisting them 
make their store 
interiors more 
attractive to 
their buyers and 
more convenient 
for themselves. 
There are other 
matters. on 
which many of 
your customers 
need help—help 
which comes 
with an outside 
point of view. Aw Arrractive Wixpow DispLay 

Let us con- 
sider the subject of window displays. Considering the high 
valuation placed on their show windows by the larger 
merchants it is difficult to understand how some others 
can give such little consideration to this most important 
form of advertising. You will not have to search far 
to discover plenty of “horrible examples.” In justice to 
the small but progressive merchant it should be said that 
these bad examples are not confined to the small shops 
either. Some are in the store of the man who “has no 








C. HILL 


time to bother with window trimming’; others are in 
the shop of the: fellow who “never reads the trade 
papers’; still others are owned by the man who greets 
all salesmen with a growl and who throws all dealer 
helps and manufacturer's window display material into 
the furnace. 

But in spite of the busy ones, the know-it-alls and 
the lazy ones there are still plenty who want to know, 
are anxious to learn and who will welcome your sug- 
gestions and assistance. 

Prepare yourself to give this service, then, and you 
will help your employers, your customers and yourself. 
Here are a few easily grasped principles, a few thoughts 
on the subject of window displays which will suggest 
what to look for, what to avoid and what to pass on to 
your customers. 

Before trying to discover what makes a successful 
selling window let us consider the purpose of all window 
display. Of course the one prime object of all window 
display is to sell merchandise. In order to accomplish 
this object it 
must— 

1. Attract fa- 
vorable atten- 
tion to the store 
and to the 
goods which the 
merchant wishes 
to sell, and— 

2. Create in 
the minds of 
those who see 
the display a 
desire to pur- 
chase at that 
store. 

How to ac- 
complish these 
things is the 
problem of 
every merchant. 
Some have 
Witt Draw Crowns Like Tuts. solved it. You 

can help others 
to do so. 

In order to attract favorable attention a window must 
contain something other than a miscellaneous collection 
of appliances. It must contain an idea. And one idea at 
a time will get the most interested attention from the 
passer-by. 

Consider a show window as a salesman. No good 
salesman would try to sell a customer a dozen different 
articles at one time. He would not try to sell a washer, 
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a grill, a sewing machine and perhaps some wire and 
lamps all in one breath, so to speak. He’d concentrate 
first on the washer; later, after the washer had been 
sold or the offer definitely turned down he would prop- 
erly switch to another appliance. 

It should be the same with window displays. The 
most productive window is the one which sells one idea 
at a time. If the dealer wishes to make a drive on 
cleaners he will display cleaners in his window just as 
attractively as he knows how. He will not risk dividing 
the interest of his prospect who stops to look by throw- 
ing in a few grills, an iron or two and a sew motor. 
Just at that particular time the merchant wants to draw 
attention to electric cleaners, he doesn’t want a grill to 
whisper, “buy me’, nor can he permit an iron to break 
in on the cleaners silent selling argument. 


he will not confuse the issue, and yet some 
They fill their windows with 


I say 
dealers do just that. 
samples of everything in their store and then wonder 
why the display does not attract customers! 

One idea at a time does not necessarily mean one appli- 
ance at a time. The idea that the laundry may best be 
done electrically can be put over most effectively by dis- 
playing a washer and an ironer—or perhaps some elec- 
The idea of the convenience of electric table 
cookery is conveyed by a suitable arrangement of grills, 


tric irons. 


percolators and toasters. And so on. 


There are exceptions to this rule, of course, such as 
a Christmas gift display. And yet even there the idea 
of electrical appliances as Holiday presents is the key- 
note of the display. Special Sales, too, call for a mixing 
of appliance-ideas. It is permissible, also, to display 
assorted devices in order to give an impression of the 
This sort of window adver- 
tising might be compared with the “general” newspaper 
advertisement of a department store. But to use too 
many displays of this nature is distinctly bad practice. 
Better to change the display more often and stick to 


the one-idea-at-a-time principle. 


variety of appliances sold. 


While the shape and size of a window is generally 
determined by the construction of the building itself it is 
often possible to make slight alterations at comparatively 
little cost. Let us, therefore, consider a few of the good 
points of a well designed window. 

The floor is important as it is always in plain view, 
One of the best 
floors for a window is of oak with a parquetry border. 
It should be well varnished or waxed and polished— 
and kept polished. Some favor a dark green carpet as a 


being the setting for the display itself. 


floor covering but this is not necessary if a good hard. 


This 


material is serviceable and makes a good substitute for 


wood floor has been laid. Others use linoleum. 
a parquet floor as it may be obtained in patterns closely 
resembling wood. 


Consider the show window as but a small stage, the 
sides, backing and decorations being the scenery and the 
appliances displayed the actors. The importance of a 
suitable background will then be obvious. No stage 
setting is complete or effective unless there is an appro- 
prite “back drop’. No window display is satisfactory 
unless the background of the window is of the right form 
and color. 

Best authorities hold that the window backing should 





be high enough to prevent the observer in the street 
looking through the window into the store; it should 
also prevent people in the store from looking over it 
into the window or street. Nothing is more annoying 
to a person who has stopped to look in a window than 
to discover that she is being watched by someone from 
within the store. 

You will find some who do not agree with this theory 
of the proper height for the window backing. Some 
believe that the back of the window should be open so 
that the person on the sidewalk can look into the store. 
Again I say there are exceptions to every rule but I 
nevertheless hold that if one would give to his window 
displays the greatest possible pulling power he will not 
let his store interior distract or divide the prospect's 
attention. 

There is one class of store which might be mentioned 
here as making good use of the no-background idea. 
That is the store which, strictly speaking, has no show 
window but simply clear window spaces exposing the 
entire interior of the shop. In one sense this arrange- 
ment makes a show window of the whole store. Many 
central stations follow this plan and I have also seen 
some very attractive small shops which open all to the 
gaze of the passer-by. When this plan is followed it is 
obvious that the store must be most attractively arranged. 

To sum up I would advise that if there is to be a 
window backing at all—and I believe that in the major- 
ity of cases there should be one—it should be high 
enough to shut off the view either in to or out of the 
store. 

The material used in constructing the backing may 
be decided by personal taste. Some prefer hard wood 
panels. Others like velour curtains. Still others find 
a painted backing of wood or composition-board effective 
and not expensive. The color of this background is 
most important. It should be a shade which will offer 
sufficient contrast with the articles to be displayed. 
At the same time if it is too dark it will be almost 
impossible to prevent reflections from being seen in the 
window glass. A plate glass window makes a wonderful 
mirror if the window back of it is dark. Reflections 
are visible in the glass when the greater light is on the 
outside—on the sidewalk side. Increase the light on 
the inside and the reflections will disappear. By turn- 
ing on the winddw lights this difficulty may be over- 
come but» the best plan is to keep the interior of the 
window, the background and sides, sufficiently light in 
tone. 

Merchants who do not fully appreciate the value of 
their show windows will resort to all sorts of makeshifts 
before spending any money on display fixtures. On 
the other hand live dealers have discovered that a few 
dollars put into well made pedestals, show card holders, 
perhaps some velour for drapes, etc., is money well 
invested. With proper care such display fixtures and 
material will last for years and will make the dressing of 
the window much easier. : 

So much for the “stage”, the “‘scenery” and the “prop- 
erties”. Let us now consider the staging of the “play”, 
the grouping of the merchandise and the lighting of the 
whole—all of which will combine to make our display 
accomplish its purpose to sell. 


(Continued on page 86) 
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Making Lighting a Leader 


Suggestions That Will Aid You in Cultivating the Field and Stimulating 
the Demand for Lamps, Fixtures and Accessories 


By W. E. UNDERWOOD 


HE cock-sure person who is always positive and 

sometimes right insists that the jobber’s salesman 

is a simon-pure order taker and not an honest-to- 
goodness, dyed-in-the-wool salesman. 

S’all wrong, because no jobbing house today can afford 
to be represented by mere order-takers. To your trade, 
you are the personification of your house. When one 
of your customers thinks of your firm he has a picture in 
his mind, not of your buildings or stock of supplies, but 
of your face, homely though it may chance to be. If 
the house falls down on deliveries, friend customer is 
going to take it out of your hide and if he’s pleased with 
good service, you get the credit. 

And you bet the house knows all this. They are not 
sending you out on the road without full confidence that 
you are big enough to give the organization a good repu- 
tation from all angles. Without selling a dollar’s worth 
of stuff you may still be creating good will for the firm 
that is highly valuable. 

In addition, you are truly a salesman. While it is 
impossible that you should have a specialized knowledge 
of the many lines in your catalog, you undoubtedly do 
have a special selling knowledge on the “leaders.” You 
are an order-taker for hundreds, maybe thousands of arti- 
cles, but for four or five leading lines, no specialty sales- 
man need have anything on you. ‘These are the lines 
you really sell. 

Practically every electrical jobber considers illumina- 
tion equipment as one of his four or five leaders, perhaps 
because of the profit margin or perhaps because it is 





bread and butter business; catering to a fundamental, es- 
sential need of the public—in other words a year in 
and year out sales field that is bound to live and grow 
as long as human beings continue to be born with eyes. 

The jobber’s salesman is therefore of necessity, more 
or less of an illumination salesman. His sales record on 
lamps, fixtures and other lighting supplies is bound to 
show how good a lighting salesman he is. More than 
that it shows how well he knows the subject and how 
faithfully he passes on this specialized information to 
the trade. 

There’s no getting away from it, the fellow who knows 
his line and its application is bound to sell more of it 
in the long run than the hot-air artist. The bluffer is 
sure to have his bluff called eventually if not now, just 
as the villian is always foiled at the end of the third 
reel in the movie thrillers. 

The day has passed for getting the fattest orders for 
lamps and other lighting apparatus simply by asking 
for it. You can no longer expect to get something for 
nothing. It’s up to you to help cultivate the field or 
stimulate the demand. 

The wise framer no longer expects to plant his fields 
and reap a bumper crop every year without putting some- 
thing back into the land to keep it fertile. And so it is 
with you. The lighting field is big. Sales opportunities 
are unlimited, but to sell the maximum amount of equip- 
ment, you must give lighting service, in showing your 


(Continued on page 75) 


THE DAY HAS PASSED FOR GETTING THE FATTEST ORDER FOR LAMPS AND OTHER LIGHTING APPARATUS SIMPLY BY ASKING FOR IT. 
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Make a Business of Worrying 


This Is Suggestion of Well Known Sales Manager to Rid Yourself of 
Worrying Habit 


By INTERVIEWER 


Reporter's note: Should the author of the articles on *Prac- 
tical Phsycholoay For Duty Men” chance to read this interview 
he'll be quite likely to pinch himself to make sure that he is 
awake, and not just imagining that he is reading an article in 
his own department by mistake. : 

However, it’s not my purpose to spoil a corking good inter- 
view by saying too much about it in advance; only this: if you 
are given to worrying or having “blue” days, here’s your medi- 
cine. I have tried it on myself with highly satisfactory results, 
and it’s a pleasure indeed to pass it along to others. 


a. er, that is, the sales manager, will 
see you sir,” stammered the newly made voter, 
as she blushingly indicated by a confused gesture the 
to the S.M.’s office. 

Tell me, I said, the moment the formalities had been 
got through with, how you contrive to make people like 
you so well that they call you “Happy?” 


way 


It’s no mean 
art to stand in that light in the opinion of those who 
know you, and while I called to get your views on sell- 
ing, I am, too, very desirous of knowing how you con- 
trive to keep so perpetually good natured that people 
who know you are impressed by that characteristic—tell 
me, how do you do it? 

That was a fairish stiff question to plump at a man 
without notice, I'll admit. But it was not intended with 
In fact, the 
many 


the idea of taking him off his guard, truly. 
words just slipped out. One 


who take themselves and the world so very seriously that 


meets so salesmen 
it came as a pleasant surprise to find a man who had 
climbed to a position of responsibility without sacrificing 
his right to be happy. So I just asked that question 
without once giving thought to how it would sound. But 
it turned out, however, to be just a mighty good exam- 
ple of how we sometimes are led into doing the correct 
thing even when our inclinations point another way— 
my purpose in calling was to get his viewpoint on the 
art of selling. 

“I’m glad you asked me that,” he said, ‘‘for I really 
don't wish to talk about the mechanics of selling; that 
has been done and most ably by the men whose views 
vou have already. 
the work of the 


Too, there is so 


Besides, there are matters bearing on 


salesman that interest me much more. 
much good counsel about ways to sell 
that is available already that no man who truly wishes 
The 
rub is, though, that only a relatively small percentage 
of the vast number of men who live by selling seem to 


information on that score need grope in the dark. 


know how to keep their minds free of the nagging 
worries and fits of “blues” that do so much to prevent 
their putting the best of themselves into their work, or 
taking proper advantage of the many helps to selling 
that are at hand.” 

I could find only one fault with that statement and 


said so—it did not include writers and men who secure 


interviews, as being in the class of those given to worry- 
ing. And just in that connection, it’s a safe prediction 
that a considerable number of the men who read this 
article will do so with their minds harassed by just such 
impediments to a concentrated thought and effort as this 
man speaks of. So it seemed a mighty good hunch to 
encourage him to go as far as he had a mind to along 
those lines, and I told him so most emphatically. 

“All right,” he said, “I’m glad that you are in sym- 
pathy with my point of view; the subject is a most im- 
portant one, as I see it. My only doubt is that I may 
not be able to do it justice. To begin with, I think some- 
thing should be said that will serve to make it clear that 
a man cannot worry and do his best selling at one and 
the same time. I want particularly to make that clear, 
for it’s my belief that there are many salesmen so thor- 
oughly habituated to worrying about one thing or an- 
other all the time, and doing their work under that han- 
dicap, that it’s doubtful indeed if they retain even a 
clear recollection of how it feels to have a mind free and 
clear for the work at hand. They are like one who 
thinks that his eyesight is all it should be, but who ac- 
tually suffers from a serious astigmatism. Never having 
known anything different, that shortcoming can be made 
apparent in all its seriousness only by clapping a pair of 
glasses onto the sufferer and having him note the im- 
provement to vision. With worry, on the other hand, the 
habit grows upon one so stealthily that its demands 
upon time, attention and energy increase so gradually as 
hardly to be noticed, if at all. So bear with me for a 
moment while I try to make that point clear. 

“It has been shown by the investigations of the insur- 
ance companies that proper lighting in industrial plants 
and factories acts to reduce the number of accidents as 
much as 25 per cent, simply by making it easier for the 
eyes—and consequently the mind—to pay better atten- 
tion to the work being done. But for years men worked 
in improperly lighted places without even suspecting the 
handicap under which they labored; they knew nothing 
better. Now they know. And it’s safe to say, too, that 
if ways for discovering it were at hand it could be shown 
readily that a large percentage of the accidents that still 
continue to happen in even the best lighted plants are 
because the minds of operators are clogged with worry 
and thoughts having no relation to their work, and which 
How could it 


Poor lighting makes it impossible for 


act to divert attention from their work. 
be otherwise? 
eyes and mind to attend properly to the work being done, 
and by that same token, the man who works while he is 
devoting time and attention to worry is doing two things 
at once certainly—in other words, a divided mind. The 


(Continued on page 66) 
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Why Not Radio Gifts? 


Christmas Is the Season to Cash In on the Wireless Opportunity 
By NORMAN E. WUNDERLICH 


Secretary, Ravenswood Radio Association 


HERE is of 1920 
shouldn't be the biggest electrically that the in- 
dustry and the country has ever experienced. 
When one considers the little effort that has been made 
to sell the public the electrical idea, the extent to which 


no reason why Christmas 


people buy electrical gifts is astonishing 
will be the best yet. 


and this year 
Since this is the case, imagine the 
demand for electrical Christmas gifts if there were any 
concentrated efforts being displayed to make people think 
electrically. 

The 


manufacturers first, of course, with their advertising, but 


But who is going to put over the electrical idea? 


the jobbers and dealers in their intimate contact with the 
public can play an important part. The natural tendency, 
when the electrical idea is spoken of, is to think in terms 
of lighting and household heating devices and labor sav- 
ing appliances. But how many have stopped to think of 
radio possibilities in connection with the electrical idea 
and Christmas gifts? There is an enormous demand for 
radio equipment but at this time of year it is natural 
to first think of the amateur operator who, of course, will 
be requesting gifts comprising radio equipment. 

It seems strange that the jobbers and dealers through- 
out the country cannot realize the wonderful sales op- 
portunities afforded them through the science of radio 


The idea be 


prevalent that radio is some game indulged in by small 


telegraphy and radio telephony. seems to 
boys and that such radio apparatus belongs to the shelves 
1 the toy section of the department store. This is by 
no means the case and there is positively no reason for 
the jobber and dealer beng skeptical about handling the 
une of radio apparatus, especially when one considers 
that the sales for the coming year in this equipment have 
been estimated at $25,000,000. 


The line is by no means limited to the amateur's 
pastime, and the experimenter as radio apparatus is being 


The 


uumber of radio equipped boats alone in the United States 


installed by many firms in many lines of business. 


has increased over 1,000 per cent since last year, and 
many manufacturing concerns and railroads are coming 
to recognize the advantage of the commercial use of 
radio. New installations of this nature are being made 
every day. Quite a number of the newspapers through- 
out the country are equipped to receive the advance news 
by the air route. 

It is not only radio telegraphy but the radiophone that 
is now coming into wide use, commercial and otherwise. 
This also has been developed to a high degree long since 


out of the experimental stage. Numerous telephone sets 


(Continued on page 78) 





THESE ARE TWO OF 


MANY 


THOUSANDS OF MEN AND BOYS WHO 








ARE CONTINUALLY CRYING FOR PLACES TO BUY RADIO APPARATUS, 
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Adventures of Hardluck Sam 


Our Hero Takes a Boomerang Order 


f | SHE man examining the register of Hotel Bendome 


paused as his finger reached a certain bold signa- 

ture. His face lit up with pleasure, then, directing 
a smile and a wink at two of his friends seated nearby, 
he called a bellhop. ‘Boy,’ he commanded loftily, “page 
Mr. Hardluck.” Buttons grinned at the palpable joke, 
but when no answering flicker crossed his patron’s face, 
he succumbed to discipline and straightway began his 
monotonous chant to the effect that Mr. Hardluck was 
wanted at the desk. 

A titter ran through the lobby, newspapers came to 
half-mast as their readers followed the boy with amused 
Five minutes later Buttons returned, obviously 
“Ah foun’ 


He says he name ain’ 


glances. 
bewildered. “Boss,” he said apologetically, 
him all right, but he won’ come. 
Hahdluck no more, but ef you wants to see him he’s in 


de billyahd room. Yassuh, thankee suh.” 


The man with the big rock in his tie led his friends 
toward the sound of the clicking balls. Here they found 
Hardluck Sam, and he was looking better than thev had 
ever seen him. Shaved, shined, powdered and manicured, 
his hat on one side, he was knocking-off points with an 
abandoned precision that bespoke high spirits, good 
health and confidence. He greeted them with gusto, laid 
down his cue, dismissed his erstwhile partner with a wave 
of his hand, and led the trio over to the bar. 

“Boys, he said, without waiting for a question. 
“T couldn't be happier if I was Queen of the May. I sure 
knocked it out of the lot with the bags full! I was in 
Vandalia night before last, and got wind of a swell plum 
ready to drop in Effingham. You know Pop Huckins 
there? Well, he was making up the biggest single order 
he ever placed for his new shop in Shelbyville. I hardly 
slept all night. It looked like a clean scoop, no com- 
petition in sight, when who pops into the dining-room at 
breakfast but old Rivers, of the Northern, with a young 
rookie in tow, breaking him in, see? 


“Old Rivers is the greatest order-hound traveling the 
state, and I knew right away they were on Huckins’ trail. 
Rivers saw me before I could duck, came right up and 
introduced the cub, Mr. Chambers, if you please, and 
both as friendly as could be. I could see they was uneasy 
just the same, and just to get their lay I fell for every- 
So I let them jockey me into going to Pana with 
Ah-ha! 
I knew how much chance I would have if we all tied into 
Pop at once, but I let on like I was tickled stiff. 

“We all went to the station early and bought tickets 
for Pana. Then I pulled my double-cross stuff. Making 
an excuse to buy cigars, I beats it up to the garage and 
hires a big car to slip down to the station and wait. Then 
I went back to the victims. When the train pulled in I 
got on as big a life, but I had my drinking-cup ready 
and fell behind. Soon as I felt her start, I was off and 
into that Big Six in a wink. 


thing. 
them, then we was to run over to Shelbvville. 


“We pulled into Effingham at 9:30 a. m. with my 
stomach rattling like rocks in a tin can, and my sample- 
case wedged between my neck and the rear curtains. 
I paid Barney Oldfield off and ran for Huckins’ place. 
The old Jinx was working again. Nobody but a helper 
in the shop, gathering up some tools. ‘Pop’s gone to 
Shelbyville,’ he says. I could of kicked myself! Old 
Rivers knew Pop would be at Shelbyville, and he also 
knew I would ditch, leaving him a free hand. ‘But he 
will be back here any minute,’ the boy goes on, ‘I’m 
going over to put in a fuse, make yourself at home.’ 

“IT just sat there in a trance, things was moving too 
fast for me. I was beginning to get my senses again 
when the phone rang. On a hunch I answered it. 
‘Hello, says the other end, and then, ‘is Pop there?’ Holy 
night! It was Rivers. ‘Pop’s at Shelbyville,’ I says, 
‘be there all day. Where you at?’ ‘Pana,’ he says, never 
tumbling to who I was, ‘I'll go over to Shelbyville at noon. 
Good-bye.’ I guess I didn’t pull it pretty, eh, boys? 
I knew then I would have Huckins to myself till evening. 

He breezed in pretty soon and, believe me, I went after 
him like death for a horse with the colic. It was the 
hardest six hours’ work I ever did, but I pulled it over 
and by four-thirty I was through. After telling Pop I 
would see him later in the week, on my way in, I flew 
for the hotel, mailed my order and washed up. 

“But the best is yet to come. When I come out of the 
washroom, here’s old Rivers and his pupil, setting down 
their grips. Rivers let on like it was a natural meeting. 
‘When did you get in?’ he asks, easy like. ‘Me?’ I says, 
just as easy. ‘Oh, I just drove in from Altamont. I’m 
going to see Pop Huckins after supper.’ Well, sir, he 
fell like a log. He slips some dope to Chambers, who 
fades away pronto. Then Rivers invited me to supper, 
ordering extras and telling me what a fine salesman I 
was and all that stuff. I like to busted out in his face 
to think of him entertaining me while poor Chambers was 
going without his supper, wasting his breath and clear 
Havanas on Pop, after I had him clean of orders as -a 
frog is of feathers. 

“Well, boys, I carried it through, but after supper my 
nerve left me. I just went A. W. O. L. in another taxi 
before old Rivers tumbled, and here I am. It cost me 
over thirty bucks, but it was worth it. Call the bartender. 
Oh, gee! They’re paging me again. Ain’t I the popular 
lady?’ A boy handed him a telegram, which he opened 
with a flourish. Then, as he read it, his jaw dropped, his 
head sank and bumped the mahogany. ‘What is it, Sam?” 
asked one, in alarm. “Oh, murder!’ moaned Sam, “read 
it, Phil, read it!’ Phil read aloud: ‘Northern now 
carrying Huckins for over three thousand. Your order 
twenty-three hundred, too much for us. Sight Draft only 
way. Advise.” 

“What’ll you have, gents,” asked the bartender. Sam 
raised a tortured face. “Make it three Bevos and a bottle 
cf CARBOLIC ACID! ! !” 
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Photo © Kadel & Herbert. Photo © U. & U. 

The above contraption looks like part of a scene They treat ’em rough out in Denver. Eleven persons were 

on a Coney Island roller coast, but instead it is killed when these Boulder and Denver interurban cars collided 
a powerful electric locomotive pulling the U.S. S. while traveling over 50 miles an hour. 


Idaho into a lock in the Panama canal. 






Photo © U. & U. 
The trolley of the above car came off and 
stalled it in the middle of the railroad 
tracks. An oncoming train hit the car 
broadside, carrying it two blocks. 


Photo © Kadel & Herbert. 

Men in the army and navy have a better chance of advancement 

now than ever before in the country’s history. The sailors above 

are learning to manipulate the intricate machinery of a submarine 
at Uncle Sam’s submarine base at New London, Conn. 





Photo @ U.& U.- . BY means of a sen- 

This snake-like affair shows how the electric _Sitive transmitter, an 

truck has revolutionized the movement of bag- amplifier, and the 

gage in the express companies’ warehouses. series of horns (shown 

in the photo at the 

Ae left), 600 men in the 

yards of the Western 

Electric Co., North 

Woolwich, England, 

can receive’ orders 
simultaneously. 


At the right is the 
huge Diesel engine 
which furnishes pro- 
pelling power to the 
world’s largest motor- 
ship, the “Afrika.” 
All auxiliary machin- 
ery is_ electrically 
driven. 





Photo © Keystone View Co. 
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Searchlight rays 
light a cigarette. 





In order 


ferret out the 
cow, the electrically 
butter tester was 


veloped. 


Officers in the 
demonstrating the 
Commons. 





Kadel & 


that the farmer 


non-producing 


recently de- 


British Royal Air 
wireless telephone in the 


The electricians 


in the power 
houses of munici- 
palities must con- 


tinually be on caged 
toes. Whe a 
“breaker ban a s 
out” with the noise 
of an explosion al- 


most anything is 
apt to be wrong. 
Many times it is 
only a fuse. In 


such cases it is re- 
placed as pictured 





top of the photo. tells 


Photo 





© Kadel & Herbert 


at the right. The 

maze of feeders of New York fireman 
enormous current- invents phonographic 
carrying capacity fire alarm which, be- 
can be seen at the sides giving«the alarm, 


where the fire is, 
house, floor and 


Herbert Photo © Kadel & Herbert. street, 
enough to Typical scene in large room. 
power house. 





Photo @ Kadel & Herbert Photo 
Portable wireless telephones such as The 
operated the one were used for the first cording the record 
time in directing the fire fighting oper- 34,910 ft. made by 
ations in Montana recently. recently. 


may 


above 
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“LECTRIC. LIGHT & POWER 
iy THOUT COST 
You OWN A HORS 
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Kadel & Herbert 
Force are seen above 


House of and operated by a horse 


barograph above is 


© Kadel & Herbert. 
shown re- 
flight of 


aviator 


altitude 
a French 
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A tread mill, connected to a dynamo through gears 
generates electricity. 
horse stops, an electric whip starts him. 


If the 
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The Easter Electric Co. of Denver, Colo., boasts of giving the 


See 
OM on IT 


best service of any supply house in the West. The Curtis Oreole 


shown above is the special delivery vehicle for rush order 
It has made a lot of friends and produced much additional 
ness, its owners say. 


Photo © Ll 


sphere where electrical trade flourishes. 


scene in South America, the sales and display room of the P 
General Electric Co. at Sao Paula, Brazil. 







Photo © Kadel & Herbert. 

China is often visualized as a stamping ground for re- 
bellion, a place of mystery and a rendezvous for opium 
fiends, but it’s a great and wonderful, civilized country 
in which electrical development has made great strides. 
This is seen from the above photo of the interior of a 
modern telephone exchange in China. 





. , 
jobs. Here’s one for you to frame and hang up in 
busi- vour room if vou’re not a benedict. These robust 


voung ladies constitute a champion girls’ ball team 
and when not plaving ball are occupied in the 
plant of the Cleveland Miniature Lamp Division 
ot the General Electric Co. 


Gn6usd 


-& U, 
North America is not the only place in the Western Hemi- 
Above is a typical 





hoto © Internaticnal Film Service ( 

Here’s another one for you, boys! Emma 
Behnke, the Babe Ruth of the fair sex, is just 
lifting one over the fence for the Western Electric 
team out at the company’s Hawthorne plant in 
Chicago. 


Photo © International ! rt ( 

\ tornado, which struck Chicago and suburbs early 

last spring, played tremendous havoc, leveling the vil 

lage of Melrose Park to the ground. Above is an 

electric washing machine, one of the survivors, being 
rescued from the debris. 
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The above photographs look like the reproduction of a 
Fourth of July celebration or the plumes of some unfortunate 
ostrich. They are, rather, great electrical sparks, emanating 
from electrodes, energized by a potential of 150,000 volts at a 
frequency of 48,000 cycles per second. This wonderful elec- 
trical efflorescence is produced in connection with radio 
apparatus in the largest laboratory of its kind which has been 
established in Palo Alto, Calif., by the Federal Telegraph Co. 


Numbered among re- 
cent startling inven- 
tions is a machine that 
will drill square holes. 
It is illustrated in 
operation above. The 
old saying “It can be 
done” must be true. 

Why purchase a tly 
swatter when all you 
need is a vacuum clean- 
er? Ingenious house- 
wives have put their 
cleaners to another use 
as is clearly depicted 
at the right. 


The old hand method of milking cows has gone 
the way of the horse car, and has been replaced 
by the power-driven milking machine shown above. 
Both .time and labor are saved.. Old bossy, as 


2. well as the petite milkmaid, seem well pleased 
, ye over the invention. 





“Hello! Hello! Are you dere?” “Yes, this is Mars. It looks as though Fido is being made into sausage, 
Who is talking?” “Dis is Cohen on de vireless. How is but he is only receiving an electrical massage at the 
de potado crop up dere?” A familiar conversation which hands of a kind doctor at a recent clinic. Apparatus 
may be carried on after these gentlemen get through trying is being developed to check dog diseases. These must 
to signal Mars. be the dog days. 


Photos © Kadel & Herbert. 
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Thought Stimulators . . 5) :avin cson 


most about never happen. 
Do you know why? There's a reason! 
The fact that we anticipate trouble implies that we 
lave taken measures to lighten the blow when it strikes. 


S OMEBODY has said that the things we worry 


I don’t believe in worry, but I do believe in looking 
ihead, and thinking about the solution of problems before 
they are upon us. 

Anyone who does this usually finds that most of his 
troubles never happen. 


Great catastrophes are always unexpected. 


No one worried very much about theatre fires until we 
liad the Iroquois disaster. Now that we realize the dan- 
ger we take unusual precautions, with the result that 
today we never have a serious theatre fire. 

The Collinwood school fire, in which scores of little chil- 
dren lost their lives, made parents throughout the United 
States worry about the safety of their children. 


Their worry—or rather thinking—about the danger has 
caused measures to be taken which have practically elimi- 
nated the danger of loss of life in school fires. 


In primitive civilization man never worried about how 
he was going to eat in an “off” season. He made no pro- 
vision against crop failure. He lived from day to day, 
letting each twenty-four hours take care of itself. 

Many of our people still follow this plan, spending their 
entire income each week, with no worry or thought about 
what they will do if they are suddenly thrown out of 
employment through sickness or accident. 

The man who worries about how he will be taken care 
of in his old age usually finds when old age comes that 
he has a savings account which carries him through that 
period comfortably. 

[f you will trace civilization you will find that progress 
has been possible because men have put themselves to some 
thought regarding the future. 

In modern times the most diligent effort is made by 
business men to prophesy future business conditions. Mil- 
lions of dollars are spent in the assembling of statistics, 
ind experts make a life-work of interpreting these figures 
for the guidance of buyers and sellers. 

Great organizations have been built up around the idea 
that it is possible to forecast, with scientific precision, the 
‘:pproach of a period of depression. 

This leads us to our final thought. 


Business has been warned for six months or a year that 
ve are on the verge of a period of depression. 

Men have worried about this; manufacturers, wholesal- 
rs, retailers, and even consumers have taken measures to 
neet it. 

Does it not follow that the measures which have been 
ken to meet this prophesied depression may result in its 
imination—at least in part? 


In other words, may we not hope that we have reached 





«a point in our development where by a thorough study 
of present tendencies we are able to tell with reasonable 
certainty what will happen six months or a year later? 


If we can do this, can we not reef our sails or change 
our course in time to avert the threatened disaster? 


Maybe we have not yet reached the point in our develop- 
ment where to be forewarned is to be forearmed, but such 
a condition ought to be a bright prospect for the future. 

* * * 


HEN you have once aroused a man’s ambition you 
can sell him anything that will help him to realize 
his ambition. : 

Charles Henry MacIntosh of the La Salle Extension 
University tells me that this is the conclusion of men who 
are engaged in selling education by means of correspond- 
ence. 

The statement is very significant because it has a bear- 
ing on all salesmanship. 

The average man who has reached maturity wants to 
improve himself, but he has not worked out any program 
of action. He is not so much dissatisfied with his job as 
with the opportunities which his job gives him to enjoy 
life. 

What he seeks is a larger income which will in turn 
bring more congenial associations and a chance to express 
himself more fully. 


Once he is in this frame of mind, the salesman can get 
him to subscribe for almost any course of study provided 
it holds the hope of enabling him to move up in the world. 


On the other hand, unless the ambition is aroused, the 
salesman may talk himself hoarse without arousing any 
enthusiasm. 

Apply this same principle to other salesmanship. 


If you have watched the development of automobile ad- 
vertising during the last decade, you will have noticed that 
automobiles are no longer sold as machines, but as a means 
to an end—this end being the fuller enjoyment of life. 

I can recall the time when every automobile advertise- 
ment was accompanied by a list of specifications which told 
you all about the mechanical make-up of the car. 

Gradually, the selling appeal was switched to what 
you could do if you owned a car, and pictures were shown 
of family picnics in the country, finely gowned women in 
handsome limousines, and young men and women in sport 
clothes driving speed cars. 

It isn’t the automobile the buyer wants, it's what he 
can do when he gets the automobile. 

Once you have aroused his desire to have those pleas- 
ures an automobile brings within his reach, you have him. 


A salesman of low-priced watches told me _ recently 
that he doesn’t try to sell watches to dealers. He sells 
profits. 

Profits, not watches, interest the dealer. The watches 
are merely a means to an end. 

He will buy the watches that give him the largest 
net profit. This doesn’t mean that he will palm off worth- 
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less goods on his customers, because that wouldn’t be good 
business. 

Whatever is most profitable to the dealer is usually most 
profitable to the customer—a fact which is recognized 
by every successful merchant. 





Every successful business, however, is operated for a 
profit, and the salesman who disregards this won't get 


very far. 


So it goes in all lines. 

In selling food, the modern salesman appeals to people's 
appetites. In selling cigars he pictures the enjoyment of 
a good smoke. In selling clothing he appeals to the desire 
to look well-dressed and stylish. 

Quality, price, efficiency, good workmanship, purity, and 
technical details regarding the product are important, but 
the desire must first be aroused, or the prospect will not 
warm up on the proposition. 


* * * 


. OO many young men are spending their time trying 
to learn the tricks of their trade instead of learning 
their trade.”—Fremont Fry. 

Fremont Fry, whose name is tacked on to the above 
quotation, is in charge of the stereotyping department of 
the Indianapolis News. He is perhaps the foremost mem- 
ber of his craft, having made a forty years’ study of this 
method of casting type. 

Let it be understood that stereotyping consists of taking 
a page of type and placing over it a thick sheet of wet 
paper. This paper is forced dow1 on the type under 
steam pressure, receiving a perfect impression. The paper, 
known as a matrix, is then dried, after which it serves as 
« mold for casting a plate. Our newspapers are printed 
from these plates. 

We will now proceed with the story which Mr. Fry tells 
to illustrate his epigram. 


It appears that in the early days of the business, it was 
customary to give the original type matter a thin coating 
of oil in order to keep the type from sticking to the 
matrix. 

For this purpose, Mr. Fry kept an old piece of felt 
around the shop, which had been soaked in olive oil. 

A fine camel’s hair brush, when passed over this felt, 
picked up just about the right quantity of oil. In the 
course of time this felt naturally became very dirty from 
dust and ink stains. 

One day a new stereotyper came to work for the opposi- 
tion paper. Try as he would, he was unable to produce 
stereotype plates that turned out a clean looking paper. He 
came to see Mr. Fry, and the latter started to tell him 
about his methods of stereotyping. 

“What's on that piece of felt?” the man asked sud- 
denly. 

“If I dip the brush 


You need only a very thin 


“Oh, just some olive oil,” said Fry. 
in a can I get too much oil. 
coating.” 

The man was not satisfied. He paid no more attention 
to Mr. Fry’s explanation of the other details of the stereo- 
He was convinced that Fry had discovered 
« mysterious compound which had peculiar properties on 


typing trade. 


the matrix. 





Two days later Fry’s assistant told him he had bee 
offered $50 to reveal the secret of this felt rag. 

Inasmuch as the man wanted to be fooled, Mr. Fr 
decided to let him have his way. So he instructed th 
men in his department to assume an air of mystery whe 
ever the felt rag was mentioned. 

A few months later the poor stereotyper left the city. 
blaming all his troubles to the fact that he didn’t have 
dirty, oil-soaked rag, and knowing no more about stereo 
typing than he did when he came. 

“TI have often wondered,” said Mr. Fry, “‘if a lot of us 
aren't very much like this old stereotyper in many other 
things we try to do. 

“We are unwilling to put forth the effort necessary to 
accomplish a certain result, so when we see another man 
succeed where we have failed, we attribute it to luck, or 
pull, or some mysterious, indefinable power. If we would 
only be honest with ourselves we would see that we are 
not playing the game fairly.” 





Every man earns $5 or more a day. The difference be- 
tween what he gets and what he earns is what he pays 
for supervision while earning it. - : 


If things were perfect, a good many of us would be out 
of a job : : : : : : : : , 


Many a sale is killed or made in the approach. 


If we compromise with the bed in the morning it’ll beat 
i. . . : ; : ‘ ; : ; 


May you live as long as you want to, and want to as long 
as you live. : ; : ; : : 


Education teaches us the awful extent of what we do not 
know. : ; : : : : 


A full stomach may be the road to the heart, but it isn’t 
to the brain. : : : : ; ‘ 


Imitation goods give imitation results—ask the man with 
a wooden leg. 


A black eye requires more explanation than any other 
color scheme we know of. : 


It used to be the first thing a young married couple 
thought of was getting a home; now it’s an automobile. 


Lion’t wait for a chance to amount to something—there 
is a greater demand for men who will amount to some- 
thing without a chance. 


Business is the greatest sport in the world—it is indoor 


ard outdoor, physical and mental, and a test and exhi!'- 
tion of character. : : 


When a man quits smoking and then slips back, he trs 
to catch up again. : : : : ; 
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MEN YOU SHOULD KNOW 


Oscar Avery, 


S KIDS most of us have read those far-famed and 
awe-inspiring ““Alger’’ books by Horatio Alger, Jr., 
in which some poor, small-town boy, who migrated 

to the big city under most ad- 
verse circumstances, in the 
course of time (usually a 
“short” time) became wealthy 
and famous, living prosperous- 
ly ever after. Some were news- 





boys, some office boys, some 
bootblacks and whatnot, but 
this little narrative deals with 
a boy who, born a poor farm 
lad, came to the city and suc- 
ceeded, not in that spectacular, 
impossible fashion, but as do 
all young men who apply them- 
selves to the task in hand. 
However, the case of Oscar 
Avery, of the Avery & Loeb 
Electric Co., Columbus, Ohio, 
though in some ways similar, 
was in others vastly different. 
He did not experience a 
meteoric rise but his progress 
was steady and always for- 
ward. He was a boy with an 
empty pocket just arrived in 
the city—no job—no friends— Oscar 
and no kind rich man to take 
him in. But he found a job and made the best of it, 
small as it was. The result is his present position of 
esteem gained by hard work, constant application and 
because of a knowledge of business fundamentals secured 
through observation at an age when they take deep root. 





It was on July 8, 1880, that Oscar made his appear- 
ance on this terrestrial sphere of ours out on a farm in 
Franklin County, Ohio, about10 miles from Columbus. 
But it was not a bed of roses that Oscar was destined 
to lie on. He was one of three children. At an early 
age his father died, and likewise the other two children, 
leaving him the sole support of his mother whom he is 
still fortunate enough to have with him, thanks to his 
love for her and desire to keep her amid all the com- 
forts possible. 

\dversity did not separate Oscar from school for be- 
tween him and his mother enough was earned to supply 
their needs. There was the garden which helped, and, 
be it said, Mr. Avery’s fondness for home grown vege- 
tables has remained with him to this day. He can still 
be seen puttering about the garden on an idle afternoon 
in his working clothes hoeing out the weeds. 

arly in life, Oscar began working while attending 
school, and at the remarkably vouthful age of 10 years 
acquired a news and laundry agency. His success 








President, Avery & 
Loeb Electric Co. 


at this small undertaking was only a forerunner of his 
later achievements. For years Oscar paid his own way 
through school combining his “‘book”’ knowledge with that 
practical learning acquired 
only in the great school of ex- 
perience. 

When along in his teens, he 
obtained a position in a gen- 
eral store where in his spare 
time, he says, he obtained his 
first knowledge of business 
fundamentals crude and simple 
as they generally are in such 
an establishment. Afternoons. 
evenings and vacations meant 


life as it was a case of plug, 
plug, plug—and living with 
grandparents most of the time 
often puts a lad in the position, 
“When a_ feller needs a 
friend.” 

However, in 1899, at the age 
of 19, Oscar completed his 
course in high school. Having 





no definite aim in life (as is 
generally true at this age) and 
having heard of a position open 


AVERY in the J. A. Erner Electric 


Co., in Columbus, he forthwith 
headed for that place of business which happened to be 
the first electrical jobbing house in Columbus. Later 
on a Mr. Hopkins acquired an interest in the firm and 
the name was changed to The Erner & Hopkins Co. 

Upon Osear’s arriving at the Erner establishment, 
Mr. Erner wanted to know what he could do. Being 
badly in need of a job (with only a few cents in his 
pocket), Oscar intimated that he didn’t know much of 
anything in a business sense, but was game to try any- 
thing once. The next thing to consider. however, was 
salary and so Oscar was asked if he thought he could 
live on $4.50 a week. He thought he could and the job 
was his. 

But—having little idea of the cost of living alone in 
the city he found, in the course of a few weeks, that he 
was slowly but surely slipping behind. So drawing up 
a statement of his expenses he approached the “boss” 
and told him he needed five dollars a week to meet ex- 
penses. Details are missing, but Mr. Erner, probably 
impressed with Oscar's business-like way of handling the 
situation, gave him his 50-cent raise. 

For 11 years Oscar Avery pushed his way up through 
the various jobs to his ultimate goal, the position of 
sales manager. “One day,” Mr. Avery relates, “Mr. 


(Continued on page 92) 








nothing in Oscar Avery’s young 
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Practical Psychology for Busy Men—VI 


You Have a Genie of Your Own 


Et HE story of Aladdin and his wonderful lamp 
you know, of course? Undoubtedly, too, at times 
you have longed for a genie to gratify all your 

wishes—who has not4 That, though, is impossible. 

However, a mighty force is 


not among those who are confirmed in the habit of me 
tally dodging misfortune—they invariably do find « 
casion a-plenty for dodging if that attitude is persisted 
in for any considerable length of time. 

Looking at the other side, you 
know, too, men and women w!iv 





working without letup—and suc- 





cessfully, too, mind you—to carry 
out your commands. 

This servant of yours, by the 
way, is not tangible in the sense 
of having length, breadth, and 
thickness, like Aladdin’s lamp. or 
the genie, but it is a mighty real 
and capable servant nevertheless. 
{ts handiwork is in evidence upon 
all sides—in the lives of those 
about you, in your own experi- 
ences. It is, in fact, by those 
evidences that we know of the ex- 








HIS is the sixth of 
a series of 12 five- 
minute, common-sense 
talks on Health—your 
most valuable asset. You 
are overlooking a real bet 
if you pass up this dope. 
Watch for this depart- 
ment each month. 


take all kinds of chances, meet 
emergencies with a grin and un 
faltering faith in their ability to 
get through somehow. They very 
generally do manage to come ou 
on top, too, don’t they? 
Well, there you have 
classes of people, each getting out 
of life in the main just about 
what they expect to get. And thi 
more you think over these mat 
ters the clearer it will become to 
you that as a rule we do not get 


two 











istence of this force, this servant 

of yours, and are able to sense 

its power for good or evil, as may be, according to how 
it is directed. 

The air about us is invisible, tod;*but in devastated 
areas, gently waving corn fields, angfty seas, and flut- 
tering flags are the evidences of air in motion, ‘fust as in 
escaping steam, the sweat upon man’s brow, parched and 
ruined crops we find proof of the potency of heat, even 
though it itself is invisible. So also is it with this force 
that works to do your bidding—-we know it through 
what it accomplishes. And just as we know the con- 
stituency of air and the laws of combustion, so, also, 
can we name the elements and explain the workings of 
this power that accomplishes your biddings. Suppose, 
though, we begin learning about this genie of yours by 
noting some of the work it accomplishes; a few simple 
examples from everyday life will suffice. 

Even among those who have no understanding of 
the inward meaning of the words, belief in the state- 
ment that people generally get just about what they 
expect in this world is common. You have heard some 
such expressions as that surely. ‘The chances are, too, 
that you have had experiences or have seen things going 
to show that there is much truth in that statement. 
Consider the many individuals who continually worry 
about their health, who live in a perpetual state of fear 
that calamity in some form will overtake them—they’ll 
lose their savings, meet with injury by accident, be held 
up and robbed, and so on. You know the type—an 
attitude of expectancy inviting misfortune, an inability 
to think well of their own chances. 

Now just review those cases in your mind and see if 
it is not true that they are getting out of life just about 
what they expect and dread they will get. The asser- 


tion is ventured that you will be unable to think of a 
single substantial exception to that rule, certainly, at least 





very much what we are expecting 
to get. And the more nearly our 
expectations are expressed in conformity to the principles 
governing the workings of this force which is ours to 
command, the surer we are to get what we expect. So it 
behooves us to understand how to control and direct this 
force, this genie, that works to do our bidding. Because 
natural laws make no allowance for the possible ignorance 
of such as may evoke those laws. The fact that littk 
Willie’s baby sister is beneath when he drops the hammer 
out of the window exerts no influence upon the action 
of gravity; and the gun that is thought not to be loaded 
goes off just the same when the trigger is pulled. Like 
wise this force that you control works to encompass your 
hurt just as smoothly and surely as it does to accomplish 
results that will be for your best interest. So it is onl) 
by knowing how to control and direct this force that you 
can always be sure it is working on your side, and not 
against you. 

And here, briefly, are the rules. Give them a six 
month’s test. 

1—Imagine and picture in your mind only the things 
that you wish to have come true. Thought, you know, is 
the beginning of all things, the forerunner of action; and 
if you can’t even imagine yourself as accomplishing your 
objective there’s no chance at all of your ever doing so in 
fact. Apply that same rule to matters of health—vet 
well, and keep well, in your thoughts, your imagination 
and the body will very generally take care of itself. 

2—Once you have established your objectives and 
accomplished them in imagination, hold to them until tl.) 
become facts in your life. It’s not your concern to und:r 
stand how the creative power of thought will accomp)'s! 
those things—leave that to the genie. Your job is ‘o 
make the mental picture and to believe that as it |) 
been accomplished in mind so will it be realized in your 
life, and to do that’ with all the faith that’s in you. 
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Now is the time y 


fy | 
The Westinghouse Cozy Glow has quality; good appearance, excel- 
lent sales points, and satisfaction built into it. 


Now is the time to get set for the big November sales, and if you 
have not placed your order, do so at once, and be ready to meet the 
demand. 


The Cozy Glow Boy will help you sell. His sparkling eyes have 
a real pulling power. Let every one in your town see him. 


Westinghouse Electric & Manufacturing Co. 
EAST PITTSBURGH, PA. 
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Holder Socket Reflectors 
with Westinghouse MazdaLamps 


South Bend 








These reflectors are designed and 
manufactured according to the latest and 
best illuminating engineering practice and 
give types of light distirbution, which 
have been found by exhaustive tests, in 
laboratories and in service, to be the most 
suitable and efficient for all lighting in- 
stallations to which metal reflectors are 
adapted. 


These reflectors are available in such 
a wide variety of sizes and types that on 
practically every occasion the reflector 
may be selected to prove ideal for the 
requirements. 


Our illuminating engineers will be 
pleased to study your requirements and 
submit recommendations and _specifica- 
tions describing accurately the material 
best suited to the conditions. 


Westinghouse Electric & Manufacturing Co., 
George Cutter Works 






























WESTINGHOUSE 
ELECTRIC 





Indiana. | 
























THE JOBBER’S rs SALESMAN 


Sell Light — Not Lamps 


Show your customers, whether A Agents or E Purchasers, the real economy in 
installing high intensity Mazda C Westinghouse Lamps. 
























For instance— 


4— 25 Watt B Lamps cost...........00.20...20..22. 222.220 $1.60 
1—100 Watt C Lamp costs...........00..00..00..0000.0002.. 1.10 
Saving .50 

As for light— Lumens 
eg a CPE ea eee ve ee 1,260 
eee a I BP IIIB, «oo csisinesscssnh-vesecccapsdactvncacsen 904 





More Light 356 
Then tell them they save 


wiltwe 


75% on cleaning expense 
75% on lamp renewals 
75% on sockets and wiring 


a te 


These last two items will not reach against you—or us—on the 
contrary, you open up a closer relationship with your trade by 
preaching economy and selling light not lamps. 


WESTINGHOUSE 
LAMP COMPANY 


165 BROADWAY 
NEW YORK CITY 


Sales Offices and Warehouses throughout the 
Country. 
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For Canada— 
Canadian Westinghouse Co., Limited, Ham- 
ilton, Ont. 
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Little stories of 


unusual sales ~as 
salesmen. 


told by 


Accident Turned Tide 


CALLED upon a customer who 

was an agent for the washing ma- 
chine which we were distributing and 
was informed that he had experienced 
considerable trouble in convincing a 
prospect that an electric washing 
machine was out of the experimental 
stage and was perfected to such a 
degree that the housewife had 
nothing to fear in the operation of 
it. I suggested that he make an ap- 
pointment for that evening with the 
prospect that I could “put a 
spoke in the wheel.” 


so 


This was arranged and | betook 
myself to the home of the prospect 
after dinner that evening and ex- 
plained the saving and other advan- 
tages of using our washer. This 








Easy Controt SurprisED PRosPECT. 


talk did not cut any ice, and I was 
asked to give an actual demonstra- 
tion of the washer which had been 
sent up, which of course, I was glad 
to do. 

[I found that the wringer-board 
worked somewhat harder than usual, 
and, while showing the action of this, 
my arm slipped in the water, wetting 
the sleeve of my shirt considerably. 
I tried to appear quite calm under 
the circumstances, and removing my 
coat and cuff button I allowed my 
sleeve to be worked thru the wringer 
with the power on. When the sleeve 
had gone sufficiently far into the 
wringer to do the most good, I’ re- 
versed the rotation of the gears and 
let the sleeve be worked out again. 


Unknown to myself this operation 


had been very interesting to our 
prospect, and after I had finished 
the operation I showed the onlookers 
that my sleeve was dry enough to be 
comfortable. The lady of the house 
then informed me that her one ob- 
jection to an electric washer had 
been a fear that she would not have 
perfect control of the machine at all 
times, but that my slight accident 
had shown her how easily it could be 
controlled. My absolute confidence 
in the gears working properly had 
decided her to purchase, which she 
did. 

The moral of the story is obvious: 
Capitalize on every little accident 
which may happen during a demon- 
stration rather than make excuses 
for it. 

E. J. Stevens. 
* * * 


Orders First: Craps Next 
HIS story of “How I landed the 


} 


Pub order” may interest some of my 


ibrother salesmen who are sportively 
inclined. I had reported at the office 
on Saturday morning and found that 
most of the other road men were on 
hand. After a talk by the sales man- 
ager we were left to our own devices. 
About one o'clock (after the office 
force had left for the day and the 
place was officially closed) we start- 
ed a crap game. It was_ getting 
mighty exciting, after about an hour, 
and I was rolling for a pot of no 
mean size when a stranger walked 
into the office. 

Not one of the salesmen seemed 
to know him, yet to me he looked 
like a customer. I immediately 
stopped my game and asked if I 
could be of any service to him. He 
suggested that I continue my game 
as he had nothing of importance to 
ask, but just desired to get a few 
prices. I assured him that I pre- 
ferred “shooting prices’ to shooting 
craps so we got down to business. 











The outcome was that he informed 
me that he was the purchasing agent 
for a large central station whose 
name we had so far been unable to 
get upon our ledgers and that he 
had visited our city to place an order 
with a competitor. Not being recog. 
nized and because they were ready 
to close for the day he had failed 
to get attention from them se had 
wandered down to look us over. 


I wrote him up for a very nice 
order before he left and we have 
since received most of his business. 
He has told our salesman who calls 
upon him that his idea of SERVICE 
was exemplified by myself that day 
leaving a big “pot” to take a chance 
of getting an order. 

Perhaps this story may have some 
effect upon the boys who prefer to play 





HE 


Forreirep A Bie 


rummy in the hotel at night rather 

than call upon the contractor who 

can only be seen after six o'clock. 
Harry Sweeney. 


* * * 


Appreciated His Interest 


N my initial call on one of the 

largest manufacturers in the 
United States the purchasing agent 
asked me to submit prices on a large 
list of electrical supplies of which 
they were in need. They had re 
ceived one bid on these but were sur- 
prised at the existing high prices. 
They also advised me as I left that 
they would be in need of another 
large supply of material within a 
month or six weeks. 
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Jobbers and Jobbers’ Salesmen 


rey 


Write 
at Once 


for Our Attractive 
Proposition 


On 








—the greatest protectors—absolutely inclosed and externally operated. 


—all Compro Class B Switches are fused at bottom, one of the most important rec- 
ommendations in inclosed switch construction. 


Fuses cannot be removed unless switch is in off position. 


Compro Safety Switches are of superior con- 
struction throughout, better finish and work- 
manship. 

“Compro” stands for Commercial Protection. 
We manufacture all types of inclosed switches for 
all types of electrical circuits. 

Write at once for catalog and very attractive 
proposition. 


The Wadsworth Electric Mfg. Co. 


INCORPORATED 


Covington, Ky. 
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I explained that if they would pur- 
chase as near the standard package 
quantities as possible their cost would 
No one had suggested 
the idea to them and they wished to 
consider 


be much less. 


my suggestion for a few 
days. 

After reaching the home office I de- 
cided to devote time over the 


week-end toward getting up a list of 


some 


general supplies, giving the most ad- 
vantageous quantities for one to pur- 
chase in order to get the best prices. 
My list consisted of from forty to 
fifty items, with the prevailing prices 
up to and including the largest quan- 
tities, and I had two typewritten 
copies made up, mailing one to the 





Up a Price Last. 


Gor 


above mentioned concern on Monday 
morning. 


On my return to the office on the 
following Saturday I found a_per- 
sonal letter of appreciation for my 
sevice rendered and on my desk were 
lists of the material they required. 
Moreover, regardless of future prices 
they and others are very glad to have 
my copy in their files, thereby insur- 
ing more business for our establish- 
ment. 


Earl H. Hamblet. 


ARH RT MR 


Tell Us How You Landed The Order 


Sentiment Broke the Ice 
OT long ago it was necessary for 
me to call upon a firm to iron 
out a grouch which had been planted 
in the p. a.’s office by my predecessor 
on the territory. I found said p. a. in 
a very unreceptive frame of mind. 





PLAYED oN His SENTIMENTAL SIDE. 


Upon entering I received the curt 
reception “What do you want?” I 
merely stated that I wanted to get 
acquainted, being in the neighborhood. 
He gave me to know that he wasn’t 
flattered at all by my desire. How- 
ever, I casually mentioned our difh- 
culties but the air cooled perceptibly 
at the mention of them. I straight- 
away made my departure and the next 
day called again. 

I got little further but did manage 
to raise the temperature slightly with 
the news that my predecessor had 
been obliged to leave and that I did 
not want him to hold me or my firm 
responsible for what this man had 
done. After some conversation, I 
asked if he would be there the next 
day, but he replied that, as his wife 
and daughter were both stricken with 
the “flu,” he would not. I expressed 
my deepest sympathies and left. 

Of course I did not call the next 
day but the day after I appeared with 
a dozen American Beauty roses, say- 
ing that I also had a wife and daugh- 
ter and knew how they'd appreciate 


Well, 


flowers on a similar occasion. 


Mr. P. A. nearly broke into tears with: 
gratitude at this seeming thoughtful- 
ness and from then on we have been 
the closest of friends. Orders are 
forthcoming on every trip. 

F. A. Brady. 


* * * 


A Money-Making Joke 


T has always been my firm belief 

that a properly trimmed window 
is a dealer's greatest asset and one 
of his best advertisements. I have, 
also, always advocated concentration 
on one device in a window display. 

One of my dealers insisted upon 
placing in his display window a 
sample of every electrical device he 
carried in stock making it look like 





DELIGHTFULLY SURPRISED. 


Dreater Was 


a “drunkard’s nightmare.” I tried for 
months to disuade him from this prac- 
tice but nothing doing. 

One day, when he knew I would 
be in town, he, just to kid me, cleared 
his window and placed in it a lonely 
electric iron with the sign ““This is 
an Electric Iron.” 

Much to his surprise, he sold more 
irons in that one day than he had in 
the previous month. I immediately 
got an order for three dozen irons. 
He now believes my contention is 
correct and this instance is sure proof, 
I think, that it’s at least a help to 
the salesman’s order pad. 


L. A. Klein. 


thy 


ll 


TULTUUUUENNONUEELEUUUUUERESEAAATAUU OUT 


Write a letter telling how you secured an order in the face of difficulties; or how 
you overcame some obstacle that other salesmen may be confronted with. An in- 


And— 


We Will Pay $5.00 For Every Letter Published 


cident that may seem simple to you may help the other fellow land. 
If you want the suggestions of your fellow salesmen you must do your part by 
giving them the benefit of your experiences. 
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TORRINGTON NATIONAL ADVERTISING, 





reaching the mistress of every wired home in America many, 
many times each year, is developing a rich buying power 
that is yours if you want it. 

TORRINGTON LOCAL ADVERTISING will close 
the sale. We will provide ample material for a thoroughly 
tested merchandising plan to be conducted under your su- 
pervision and we will meet a generous share of the expense. 


Write for particulars. Booklet J. 


THE TORRINGTON COMPANY 


National Sweeper Division Torrington, Conn. 
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as ISSED Brady again today,” 
remarked Harris over his 
cigar. 

“How?” Jones asked, swinging 
around in his chair. Jones was inter- 
ested in all things that smacked of 
selling. 

“Why I just naturally knocked my- 
self out of a sale. Went down to see 
him. Our house had never succeeded 
in selling him, though we were mighty 
anxious to get him on our lists. Last 
time I called, Brady was out of town. 
But I noted that he was low on ‘OK’s.’ 
OK’s were hard to get. I felt certain 
that I’d tie him up on our line next 
time around—for our stuff was supe- 
rior to the line he handled, and gave a 
slight advantage in profit. I knew 
the advantages of our make. |! 
jammed myself full of good statistical 
dope, resolved to get him on the dotted 
line this trip. 

“Well, I went down this morning. 
Brady was there. He took my card 
and gave me the once over. He said 
nothing. I knew his peculiarities. 
He let the salesman do the talking. 
And when he talked himself into hot 
water, Brady was in the habit of walk- 
ing off leaving the salesman to get out 
the best he could—usually by way of 
a convenient side door. 

“Well I began. Brady followed at- 
tentively. After I had covered con- 
siderable ground Brady broke in, 
‘What’s wrong with the OK?’ 

“Here was the bait I hungered for. 
I cut loose and told him. I maligned 
the makers of the OK. I criticized 
the materials that went into its con- 
struction, I rendered it unfit for fur- 
ther use. At this juncture he inter- 
rupted, “Well, what you say may be 
true from a salesman’s point of view, 
but I don’t believe it. We have been 
using the same OK now for twelve 
years in our own home. It has given 
complete satisfaction. I need cookers. 


But since what you have said about 
the OK scarcely accords with the facts 
of our experience, I’m a little dubious 
of the advantages you attribute to your 
own make. 


Am I to believe,’ he of- 


= = oe} 


fered as a parting shot, ‘that our par- 
ticular cooker an exposition 
model ?’ 

“TI found the side exit.” 

Jones puffed a little while, then ad- 
vised: “Young fellow, you’re new to 
the game, just starting out. It’s a 
long road and a rocky, talky one. 
When a salesman makes up his mind 
to sell he’s got to sell constructively. 
Never ‘knock’ yourself out of a sale. 
Whenever a salesman feels inclined to 
knock he’d better decide upon his own 
head for a target. If it’s hard enough 
to be of the right stuff it won’t result 
in any serious injury. If it’s soft, 
well then, it would be a case of justifi- 
able suicide. 

“So you cooked your own goose to 
a nice turn on the archaic OK. Well! 
Well! Well! Guess we all do some- 
thing like that some time in our career. 
But we get away from it after a few 
experiences—or else get out into poli- 
tics or some Ladies’ Club where that 
stuff goes. 

“Don’t knock a competitor. 


was 


If your 








They’ve got bars in Kentucky (some in 
the mountains and some in the jails) and 
it looks from the picture as though they 
have W. S. Clark of the Jas. Clark, Jr., 
Electric Co., Louisville, Ky., behind them. 
Things look exceedingly bad, Mr. Clark. 
That seems to be a number at the top of 


the picture. Bars is bars, though, in a 
penitentiary or zoo. It’s all in how you 
look behind them. 






















line is not better than his, then switch 
tc his line. But if you're in to sell 
long and well; why then sell fair and 
on the square.” 

“Say,” smiled Brown, “did you get 
anything out of that goose you cooked 
on the OK?” 

“Yes,” replied Harris, “a bellyful.” 


* * * 


ET me put you next to a little 

scheme that Morrisey worked, 
and you'll admit that his head is some 
thing besides a hat-rack. It resem- 
bles an incubator somewhat,” said 
Swinton. “He has brought out and 
put legs under one of the biggest little 
‘Do It Electrically’ pieces of propa 
ganda that has ever been hatched. 
Figures from Morrisey’s territory 
show results. 

“T have attended a dozen political 
meetings there and the speaker has 
given this message at every one: 
‘Ladies, the greatest single business in 
this country is housekeeping. The 
greatest thing that has ever happened 
in this country is the suffrage amend 
ment. In every community our 
women must do two things—they must 
keep house—they must cook, sew, 
wash and clean—they must not 
neglect their political responsibilities. 
How are they going to get these two 
things done in a thorough womanly 
fashion? How are they going to be 
in two places at the same time? Why 
it is as simple as A B C. Of course 
they can’t employ careless dish-smash- 
ing, hash-consuming help at any price. 
Former servants are knocking down 
their $25 per week in the mills. But 
fortunate for us, there are the me 
chanical servants, the burden-bearing 
electrical aids, the washer, the sweep 
er, the ironer and the motor-driven 
sewing machine. These will enable 
you to keep the “home fires burning’ 
and at the same time meet your full 
political responsibilities.’ 

“This was the message I heard; it 
was Morrisey’s invention. He bad 
compiled a list of all the active po!it 
ical leaders in his territory, and in ‘ie 
interest of the movement, had s: "I 
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\THE PERFECT LAMP 


A Thousand and One Places | 
Where Only Carbon Lamps Are Used 


In factories, coal mines, mills, machine shops, ga- 
rages—on railroads. Here, and in a thousand and 
one other places where lamps are subject to heavy 
vibration or rough usage, there is a steady volume 
of profitable business on 








New and Renewed 


CARBON LAMPS 


Get your share of this easily obtained, good profit 
business. 


Nalco Carbon Lamps are the highest quality ob- 
tainable. This is guaranteed. 


Jobbers and jobbers’ salesmen—cash in on 
Nalco as hundreds are doing all over the 
country. 


Write at once for samples, price list and full 
particulars. ‘Lhis is the season for big Nalco 
business. Get your share—now! 
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NORTH AMERICAN ELECTRIC LAMP CO. 
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them all a letter containing the above 


inspiration. They fairly scooped it, 
as he intended they should. Then 
they just naturally got busy and 


‘Boosted the Booster.’ ”’ 


* * * 
I CONTEND that for the good of 
the profession a fellow should 
be fired a great deal quicker for sell- 
ing a customer more than he needs, 
than for selling nothing at all,” said 
Frazer. 

“Sure, I’ve a little axe to grind but 
that’s because a sharp guy dulled the 
edge on me, and that’s that. Experi- 
ence is a great thing to quicken the 
point of view, and gather all the de- 
tails into focus. I snapped the pic- 
ture right there and this is what I 


got: 
“About six weeks ago I struck a 
new territory, armed with what I 


believed was the best electrical appli- 
the market. I was enthu- 


ance on 
siastic over the opportunity of 
introducing it into new territory. And 


it was on this first trip that I added 
the principle, prefacing this incident, 
to my repertory. 

“Jenkins, the prospect, hadn’t a 
very big store, but he was doing a nice 
business in a growing territory, so I 
was anxious to get in. I presented my 
proposition to Jenkins honestly, and, 
I confess, with a great deal of enthu- 
And when I had finished with 
every sales argument recorded in the 
manual, Jenkins took all the wind out 


siasm., 


of my sails. 

‘Listen, Mister, vour product may 
be all right, but it sounds too good. 
Your house promises too much serv- 
ice; you are too anxious to sell me. 
And I'll be frank with 
vou and tell you why. About three 
ago a_ specialty salesman 
came along and sold me. I'll give him 
credit; he was a brilliant imaginative 
He told 
me that he had made a clean analysis 
of this territory; had figures on how 
many potential customers there were 
for the article; and I, handling the 
line exclusively, would make a clean- 


perfectly 


months 


chap—entirely too much so. 


up. 
“ “Well, the straightforward story 


he told me bolstered my optimism; I 
took the bite he offered. This, you 
understand, was a trial order. I was 
to buy three times this amount on his 
next trip. For, once they got started, 
there was no such thing as keeping 
enough on hand. 

““Guess the trouble with me was 
that I never got started right. The 
whole shipment is with me still, and 
I pride myself on being a careful 
buyer. To be frank with you your 
proposition looks too good; think I'll 
let it go this time. Jim Brown’ll be 
around in a few days; he has about 
the same thing. Jim’s been coming 
for years; hasn’t much to say, but he 
sure does tip you straight. I’ll take 
the thing up with Jim and if he says 
it’s all right, why I'll let him write 
the order. That other fellow sort of 
jarred my confidence. And I ain’t 
got back to normal.’ ” 

* 


* * 


EE you are starting a ‘Buy at 

Home’ campaign in your town. 
How is it turning out ’’ I asked John- 
son, after I’d taken his order. 

““Oh, pretty good, he replied. 
‘But it’s pretty hard to keep these 
fellows at home. They like to take 
their money with them into the city 
to see how far it will go. Of course, 
after a man earns his money, it’s his 
to spend as he sees fit. It’s rot to tell 
him that he must spend it here if he 


But 


when he can get the same article, the 


can get better prices elsewhere. 


same service at the same price at 
home, then I believe that he ought to 
patronize local business men. 

““The reason that I gave you that 
nice order is, that I am going after 
home business hard, and I want to be 
ready for it when it comes. 

““Tf you ever let your business go 
on a vacation it never comes back, so 
I’m going to keep it safe at home.’ 

““But I have found home people 
pretty loyal,’ he added. ‘Let me tell 
you an instance of what I consider 
real loyalty. About six weeks ago 
one of my best customers hied him 
into the city and bought a washing 


machine. He had always traded with 






me; I couldn’t understand it. I h: 
the same machine, at the same pric 
and sold on the same terms. I wa. 
at a loss to understand why [f didn : 
make the sale. Then I thought tho: 
perhaps it was his sense of prid:: 
thought that maybe he hesitated to as\ 
me for terms, so I let it go at that. 
““T had given him a lot of servic: 
and was sure that I hadn’t disap 
pointed him in any way. Well, | 
learned later why he had gone to tl 
city to buy. Here about three weeks 
ago he slipped off in the night, taking 
with him all his earthly belongings 
the washing machine included. He 
covered well, as no one since has 
been able to learn where he went. 
“So I have concluded that he 
bought in the city, because really he 
hadn't the heart to beat ME.’ ” 


* > 


rcs O matter what the occasion 

you'll always find an elec- 
trical salesman on the job. They're 
live wires. You find them here sell- 
ing all sorts of service. And _here- 
after you'll find them offering all 
sorts of comforts and conveniences to 
the consumer and consumed. You 
can’t get away from ’em,” said the 
advertising manager. 

“Shortly after the State Fire Mar- 
shal’s ruling in Indiana, we put on a 
big advertising campaign,” he contin- 
ued. 

“We had just finished decorating a 
window. I stepped out into the street 
to give it the once-over, when someone 
grasped me by the arm. I turned. 
‘See that,’ the fellow remarked, point- 
ing to the window. Then I was given 
a liberal course on accidents and the 
causes thereof. ‘Don’t you know,’ he 
went on earnestly, ‘that you must 
change the switches in your home? 
The state fire marshal has passed a 
ruling to that effect. Yes sir, you 
have to get busy and make thie 
change.” 

“But why do you pick on me?” | 
asked innocently. 

“Why,” he replied 
“T’m an electrical contractor here 
town and I'd like to have the job.” 


immediately, 
in 
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about the boys in the trade. If humorous—so much the better. 
next one you hear. 
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THE WHOLE SECRET of 


* * * 


WIREMOLD POPULARITY lies 


oe ¢ 


IN THOSE TWO RIBS along 


os 2 
ITS UPPER EDGES 


* * * 


FOR IT IS THESE RIBS 


* * * 


THAT HOLD THE BASE in 
TIGHT AND MAKE Wiremold 


ca *” * 


A SOLID TUBE that 


* * * 


GOES UP IN ONE PIECE 


AND INTO WHICH WIRE “fishes” 


* * * 


AS IT DOES INTO conduit. 


If you do not have a catalogue write us for one to-day 


AMERICAN WIREMOLD COMPANY 




















AND IT IS INTO these 


TWO RIBS that the 


* * * 


COUPLING TONGUES of 


x x * 
WIREMOLD FITTINGS are 

ok of * 
SHOVED in that very 

* *« * 
SIMPLE ASSEMBLY —for 

* * * 


WHICH WIREMOLD is 





FAMOUS. = 
THISWAY. “— 
PUT THE RIBS AGAINST A 
FITTING COUPLING TONGUE 
LOOK ! 
i, 
HOW EASY sano, 
cr ie poet — _— 


THE | 


GENERAL OFFICES AND FACTORY 


HARTFORD, CONN. 
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A person once sold is always a 
prospect for other sales. 

There’s a bit of philosophy for 
business that the 
salesman in the 
electrical industry 
should not over- 

look. Engaged as he is in a line of 

business that offers so many different 
products, this policy means more than 
average. It means that every jobber’s 
salesman should encourage his dealers 
to keep an up-to-date mailing list. 

And on that list should appear the 

name of every customer that he has. 
, The man, who buys a toaster today, 

will want an electric washer tomor- 
row, and on that assumption he should 
receive the washing machine litera 
ture. 


They'll 


Return 


Have your customers keep close to 
their customers—it’s the best way to 
get the best results from their trade. 
If they are well satisfied, he can bring 
them back again and if they are not, 
then the dealer should know about it. 

Jobbers’ salesmen, if you can sell 
your dealers that bit of business 
philosophy, you will have helped your 
customers increase their orders. 


*% * 


Down in Indianapolis the other 
day, I saw two window displays that 
certainly appealed to the practical 
side of a_ buyer. 
In one of them, 
electric _ toasters 
were featured, and 
in the center of a well arranged group 
of toasters was a sign that read: 
“How much is good toast worth to 
you in the morning? On these toast- 


Practical 
Appeals 


ers, 100 pieces of toast cost you five 
cents.” 

The other display was on electric 
dishwashers, and had a card reading 
like this: 

“Every 12 months, the time spent 
in washing dishes by hand equals 
800,000 years. How much of your 
time are you donating?” 

The real pulling power about these 


i 
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ertinent Sales Facts and 
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Figures 








displays was that they offered actual 
facts and figures to prove their worth. 
To the practical buyer there is noth- 
ing more convincing than such facts 
and figures. 


* * * 


The California Electrical Co-opera- 
tive Campaign has presented some 
interesting figures on appliance sales 
for the Pacific 
coast in a recent 
report. They 
show that the 
users of electric percolators have in- 
creased 100 per cent, toasters 100 per 
cent, ironers 137 per cent, and 6-lb. 
irons 383 per cent, these increases 
being for the year 1919 as compared 
to 1918. 

Combine these figures with the fact 
that in New England jobbers have 
been obliged to sell stock in midsum- 
mer that they were going to use for 
the holiday trade and you have a real 
talking point in getting your dealers 
to place their orders early. 


Appliance 
Growth 


Every indication is that the demand 
for such appliances will continue in 
the same advancing percentage. 


* * * 


In the face of recent discoveries, it 
appears that in the near future the 
farmer will use as much electricity as 
any other produc- 
tion factor in this 
country. A prac- 
tical and inexpen- 
sive method of transmitting electrical 
power from main transmission lines to 
the farms is being perfected. In this 
way it will be possible to serve all 
the farms for 50 miles on each side 
of the power lines. Think of the pos- 
sibilities in that fact. 

By means of wires stretched across 
fields, the fields could be energized 
at night when the other power de- 
mands were at a minimum. It is 
predicted that it might be possible to 
grow another crop per year in this 


Watch the 
Farmer 


way. 








The severe shortage of fuel makes 
an excellent argument for the sale of 
electric stoves and heaters. It is a 
fact that sixty 
million tons of 
fuel must be saved 
annually in_ this 
country to insure am adequate supply 
for the winter months. And it is 
estimated that from three to four tons 
of coal per year can be saved by each 
family using electricity exclusively for 
cooking purposes. To the man who is 
buying coal at the present pirate 
prices, or who can get none at any 
price, this fact is pleasing news and 
its a good bet that it will go a long 
way toward making him an electric 
stove prospect. 


Stoves and 
Heaters 


That electric stoves and heaters are 
coming into their own is evidenced in 
the fact that one manufacturer has 
placed on the market 63 styles of 
stoves and heaters. 


* * * 


It is an odd fact—the very men 
who take the most precaution in the 
handling of the cash register are often 

~equally careless in 
Stopping the the way in which 
Leak their stockrooms 
are handled. And 
yet the contents of that stockroom 
represent just so much money. There 
isn’t any question—careless methods 
of handling, accounting, or storing, all 
cost money and plenty of it. An or- 
derly stock room with the stores neat- 
ly packed away and with a stock 
record showing just what there is on 
hand, is the only way to avoid an in- 
efficient business. 


And the big thing that it accom- 
plishes is that the jobber’s salesman 
ean check his dealers’ stocks to be 
sure that he is not running low and 
perhaps out, yet not knowing it. 


Try to educate him on the benefit 
of keeping stock on hand and in 
knowing just what he has. 
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The New KWiklite Floor Case 


The Kwiklite Floor Case is designed to make it easier for you to sell flashlights, batteries and 
bulbs. Everything the customer may desire in the way of flashlights and renewals is contained in 
this convenient sales producer. One of these Floor Cases in your store will keep your stock of flash- 
lights continually before your customers and advertises the fact that you handle a full and com- 
plete line of Kwiklite “The Quality Flashlight,” and links your store with Kwiklite Advertising. 


FREE 


DEALERS 


Write for details 


This case meets all 
the needs of the dealer 
who sells flashlights — 
it is a ready - made 
flashlight department 

-compact, neat and 
attractive. It provides: 
a display cabinet that 
will afford the best 
possible display for 
each different pattern 
carried in stock,—a 
place sufficiently large 
to carry all the deal- 
er’s surplus stock — a 
case with a capacity of 
100 cases, 100 batter- 
ies and 100 bulbs, with 
an attractive display 
section for 28 lights,— 
a battery testing device 
that is ‘‘fool-proof.” 
No wires to handle. 
This testing device is 
the most practical yet 
invented. A cabinet 
equipped with locks 
and keys on all doors, 
spring hinges, and 
chain, allowing the up- 
per door to drop to a 
level position, 


Front view showing Display 
Section 
For rear view see other side 





FREE 
TO 
DEALERS 
Write for details 


A display case and 
stock cabinet combined 
into one _ attractive, 
convenient unit, a case 
that is in keeping with 
the best of store fix- 
tures, one that imparts 
an air of individuality 
to the dealer’s store. 
The design of the dis- 
play section is the very 
best possible to devise 
because it provides dis- 
play for a maximum 
number of different 
styles, while at the 
same time its attention 
getting qualities are 
better than that of any 
other arrangement and 
makes the contents 
stand out prominently 
and command §atten- 
tion. The arrangement 
illustrated shows twen- 
ty-eight different styles 
on display and affords 
excellent display for 
every style the dealer 
may have in stock. 


THE USONA MANUFACTURING CO., Ince. 


New York, N. Y. 


Tolede, Ohio 


San Francisco, Calif. 


Windsor, Canada 














Secure Free a KWiklife Floor Cabinet 


This plan will enable every dealer to secure a Kwiklite Floor Case without cost to himself. 
With every Floor Case will be furnished free, a quantity of Kwiklite cases. The Floor Case will be 
billed at a net price but to help the dealer meet this Floor Case obligation, a quantity of Kwiklite 
‘ases at list price will be furnished absolutely free, to cover the cost of the case. All the dealer has 
to do is to sell this free merchandise at retail and he then has in his cash drawer the amount he paid 
for the cabinet. Under this plan every dealer can secure a KwWiklifé Floor Case without cost. 


Specifications of : Battery Testing Device 
Cabinet The testing device illus- 
The case measures trated is new, original and 
12” high. 2114” wide exclusive with this Floor 
coe ae , Case. All sizes of batteries, 
12” deep with 6” legs both tubulars and vest pock- 
and sanitary base. All : ets, fit between the proper 
the glass used, includ- ie contacts as shown. Mistakes 
tam tlie aieiid ta Raaae are impossible. Batteries fit 
ing the shelf 1s heavy) t | only in their correct places. 
Crystal Plate, edges i | When testing a battery the 
ground and_ polished. proper bulb flashes from 
within the display section in 
‘ clear view of the customer, 
best oak or birch ma- indicating its condition, 
hogany, and is finished 
in medium dark oak or 
mahogany. 


The door of the «MAZDA FIA 


The wood used is the 





SHLIGHT LAMPS GIVE 
VICE "| 
BEST SERVICE “<1 


stock compartment is BRIGHTEST LIGHT AND DE” 
zn 


equipped with lock and 
key. Space for an as- 
sortment of 100 Mazda 
bulbs is at the top. 
Immediately below is 
the battery carrying 
device, in which there 
is a place made to fit 
each standard size bat- 
tery. Pull - out - slides 
are arranged for each 
size of battery so that 
the merchant sells his 
oldest stock first. The 
batteries are sold from 
the bottom tray first— 
when this tray is 
empty the tray above 
is moved down and the 
empty tray inserted at 
the top—new stock is 
placed on the top tray. 
The lower section of 
the case is reserved for 
flashlight cases. 
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Rear view showing Battery 
Testing Device and Stock 
Compartment 
For front view see other side 


FREE TO DEALERS FREE TO DEALERS 
‘Through Your Jobber 


THE USONA MANUFACTURING CO., Ine. 
New York, N. Y. Toledo, Ohio San Francisco, Calif. Windsor, Canada 
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Here's a mighty good thought to 
pass on to your dealers, Mr. Jobber’s 
Salesman—the use of the illustrated 
catalog. 

One of the 
greatest reasons 
for the success of 
the mail order houses is that the aver- 
age men or women like to sit down 
in their home, at their leisure, and 
look over an illustrated catalog, mak- 
ing a choice as they like. Ofttimes 
they start through the book with no 
idea of purchasing, but there are so 
many suggestions in the catalog that 
they are influenced toward a purchase. 
All those illustrations are silent but 
very effective salesmen. 

And why shouldn’t the dealer right 
at home get out the same sort of cata- 
log? True, he may not feel able to 
spend a lot of money in that direction, 
but that isn’t necessary—he can have 
a small but well illustrated one. 
Manufacturers are always glad to fur- 
nish electrotypes of their products and 
that fact reduces all the cost of cuts 
for the catalog. All that remains, 
then, is the small cost for printing on 
a plain grade of paper and the book 
is out. 


Catalog 
Salesmen 


In this catalog, he has a salesman 
to call on every name on his mailing 
list and one that will work contin- 
ually for him. 

It’s a sure way to keep the name 
of the dealer and his products con- 
stantly before his prospects. 


* * * 


Relative reliability and cost of 
operation of electricity as compared 
to steam is very favorably shown in a 
recapitulation _ is- 
sued recently by 
the Chicago, Mil- 
waukee & St. Paul 
Railway Co. In the figures showing 
the relative costs of operation, it is 
shown that on the Missoula division 
where electricity is used exclusively as 
motive power, the outlay is from 25 
to 45 per cent less than on the steam 
power divisions. 


Electricity 
vs. Steam 


The divisions show: 
Missoula div., electric....1.00 
Musselshell div., steam..1.90 
Columbia div., steam......1.67 
Idaho div., steam............ 1.90 


The delay in minutes per mile of 
line operated was much less on the 
electrically operated Missoula divi- 
sion, being two-thirds less than on any 
one of the other steam lines. 


There is a growing field for elec- 
tric motor sales. Plans of the Gen- 
eral Motors Corporation, one of the 
largest of the mo- 
tor car manufac- 
turers, call for the 
installation of in- 
dividual motor drive throughout sev- 
eral of their large factories. The 
theoretical advantage is plain but 
there are practical advantages to it as 
well. 

One of the great forces in auto- 
mobile manufacture is the flexibility 
of the individual drive. There are 
many changes necessary in the auto- 
mobile from time to time, and _ this 
calls for continual rearrangement of 
manufacturing equipment. This re- 
arrangement can be greatly facili- 
tated if the machines are equipped 
with a separate drive. Then, too, 
there is the time saving element in 
starting and stopping with the indi- 
vidual drive. 

The field for electric motors has 
just begun to grow and big things are 


in store for it. 
* * «* 


Field for 
Motors 


The modern housewife is always 
pleased to get a new recipe for cook- 
ing. It’s a little deviation from the 
old line of stuff 
that emanates 
from the kitchen 
day after day. 
And here’s where the wise electrical 
salesman steps in, with some patent 
suggestions. 

Get over to your dealers that it 
would be a fine thing for them to get 
out a little cook book, emphasizing 
especially those dishes which can be 
more easily and satisfactorily cooked 
electrically. One section of the book 
should be devoted to the cataloging 
of the electrical appliances the dealer 
has for sale and each one’s relation to 
the foregoing recipes. The dealer can 
obtain his recipes for the book by ini- 
tiating a little contest, offering a prize 
for the best recipe received, he to have 
the privilege of using the material 
sent in. This contest also gives him 
a chance to put the idea of electrical 
cooking over. 

The cook book need not be elaborate 
since it will be given some hard usage 
and the main idea is the contents, not 
the appearance. 

Here’s a good chance to put over 
the advantage of the electrical cooking 
devices in a way the average house- 
wife will appreciate. 


Helping the 
Housewife 


There has been a lot of talk re- 
garding efficiency in residential light- 
ing but it hasn’t reached the dealer or 

consumer very ful- 
Walls and ly in a manner 
Lighting which they can 

understand and 
apply to practice. 

Good lighting in the home 
first must be _ considered from 
the standpoint of fixtures. It 
stands to reason that, to have a room 
well illuminated, the light must emi- 
nate from a modern and scientifically 
correct fixture. Yet there are several 
other things to take into considera- 
tion, prominent among them being the 
color of the wall surface. It is a 
well-known fact that dark paint or 
paper will absorb more light than that 
of a lighter blue and thereby hangs a 
tale of high light bills and poor light- 
ing. 

This being fall moving time, it 
would be well to take the subject up 
with the dealer who might find it ad- 
visable to get together with the build- 
ing contractor, paper hanger or who- 
ever is in charge. In the following 
is tabulated a list of the reflecting 
powers of various colors of paper and 
paint: Percentage 

Color of wall surface. reflected. 
White paper 

Chrome yellow 
Orange paper 

Plain deal (clean) .................... 
Yellow paper .............. peiaktaad 
Yellow painted wall (clean). 
Light pink paper —..................... 
Plain deal (dirty) 

Yellow painted wall (dirty).... 
Emerald green paper -... 
Dark brown paper 

Vermilion paper ...................... 
Blue green paper ..... 

Cobalt blue paper 

Deep chocolate paper - 

A very great deal of the useful il- 
lumination in a room is the result of 
reflected light. Only when one is 
reading or doing fine work, which re- 
quires exactness, is it necessary to 
have direct light. In the totally in- 
direct lighting systems no direct rays 
are visible, while in the semi-indirect 
systems—as when alabaster or dense 
glass bowls are used—only a small 
percentage of the lighting is by direct 
rays. 

For their own future benefit and 
for the added satisfaction users will 
get out of their fixtures, dealers 
should be further instructed on these 
points. 
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Big Washing Machine 
Campaign in Denver 


In a 80-day washing machine cam- 
paign, conducted by the Denver 
(Colo.) Gas & Electric Co., during 
June, 300 machines were sold by 16 
salesmen, covering 18 residential and 
three business districts. About $5000 
was spent in advertising to form a 
groundwork for the personal solicita- 
tion. The company expressed its be- 
lief that personal solicitation com- 
bined with judicious advertising is the 
most effective method of conducting a 
special campaign. The company’s 
success in past vacuum cleaner drives 
substantiates this contention as its 
semi-annual campaigns have resulted 
in the sale of more than 12,000 clean- 
ers in Denver. 


* 


Camp Nela Jobbers’ 
Convention 


* * 


The convention of jobbers’ repre- 
sentatives and various lamp division 
salesmen, held at Nela Park, Cleve- 
land, O., under the auspices of the 
National Lamp Works on Sept. 13, 
14 and 15, was termed, by those who 
had it in charge, to be the best and 
“snappiest” of all those held through 
the summer months this year. The 
initial session on the first day was 
opened with an address by W. G. Mc- 
Kitterich, general sales manager, 
National Lamps Works, on “Why We 
Are Here,” and was followed up by 
R. W. Shenton on the “New Era in 








Lighting.” On the morning of the 
second day, Earl A. Anderson and 
Ward Harrison told the boys a lot of 
good dope on “How to Plan Light- 
ing” and “How to Choose a Line of 
Lighting Units.” In the afternoon 
all were taken to a poorly-lighted fac- 
tory and a poorly-lighted hardware 
store where each man took part in a 
contest to lay out the best suggestive 
installation. Max Ewing, of the Wm. 
Hall Electric Co., Dayton, O., was the 
proud winner of the first prize of $25, 
and, furthermore, it was jobbers’ 
salesmen who ran away with all three 
prizes. This is a good one on the 
“expert” factory men. The climax 
of the meeting came, however, during 
the banquet and charivari held that 
evening. Everybody had stored up a 
lot of energy in the two preceding 
days of intensive study and work and 
it happened that this occasion proved 
to be the outlet for that ‘“‘steam.” 
There are not words to describe the 
festivities, but suffice to say “joy was 
unconfined.” It was the concensus of 
opinion that, had not the country been 
dry—well all might not have gone 
home to their wives, sweethearts and 
mothers in the same healthy condition 
in which they came. The jazz band 
took the fur-lined bath tub, it was 
quoted. But the crowning event of 
the evening was the inspiring address 
by Dr. J. G. Clutterbuck, the eminent 
Cleveland master of psychology who 
told “How Men Direct Their Des- 
tinies.” He put himself in solid with 
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the crowd as he has done in other elec- 
trical gatherings. On the morning of 
the last day, the final session, address- 
es were delivered by H. H. Magdsick, 
P. B. Zimmerman and Guy Morton 
whose keen, droll ‘sense of humor, 
mingled with constructive facts, cap- 
tivated his listeners. After a last 
hearty luncheon of “zoop,” “roas’ 
beevf,” etc., the attendants were 
taken to their various hotels, stations, 
etc. (and the ball game), in the com- 
pany’s private cars. W. M. Skiff, the 
“little short” chairman of the com- 
mittee in charge, openly expressed his 
appreciation and thanks for the way 
the men conducted themselves and ap- 
plied themselves to the tasks in hand. 
* & * 


Municipal Electricians 
To Meet 

The International Association of 
Municipal Electricians will hold its 
annual convention in New Orleans, 
La., on Oct. 19-22. 


*¢ + 


Sales Department 
As Collectors 


The commercial section of the Na- 
tional Electric Light Association has 
instituted a plan to “jog up” delin- 
quent debtors that it seems could be 
adopted and put to beneficial use by 
jobbers. The credit and collection 
department of the central station 
company sends out its regular letters 
to customers whose payments on ap- 





Group at CONVENTION OF JOBBERS’ REPRESENTATIVES AND LAMP 





SALESMEN AT NELA Park, CLEVELAND, O., Sept. 18. 
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*ARRKASCOLITE 


Let’s proceed on our journey through the home of Brascolites. To know the skill with 
which each process in the manufacture of Brascolites is directed is to be able to discuss them 
forcefully and intelligently with your customers. The knowledge of “how Brascolites are 
made” is always a valuable selling help to the jobber’s salesman. Use it. 


































Having witnessed the enameling and fusing operations in 















the September issue of The Jobber’s Salesman, we move on 
now to the finishing department (on the left) where many 
expert sprayers apply the special “Leather Bronze” finish to 
Brascolite reflectors. 


After absorbing this important detail, we note (as below) the man- 





ner in which the bronze finish is applied to the large composition 
reflector for a “multiple” Brascolite. Great care is taken in this 
department to select proper materials, and every 
precaution is taken to insure uniformly perma- 


nent finishes. 


















After finishing the re- | 
flectors, they must un- 
dergo rigid inspections 
and tests before being 
passed to the packing de- 
partment. These stages 
of production will be dis- 
cussed next month, 




















Colors, materials and equipment are all specially made for Brascolites. Constant research 
is being made for improved materials, and methods for “quality and painstaking care” are 
necessary to maintain the high standard attained by Brascolites. 


LUMINOUS UNIT CO. 


Division of The St. Louis Brass Mfg. Co. 
ST. LOUIS, U.S.A. 


BRANCH OFFICES 


New York Boston Atlanta Cincinnati Chicago Detroit Kansas City Minneapolis New Orleans 
Philadelphia Pittsburgh Seattle Los Angeles Denver 
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PANEL BOARD 







HROUGH the intelligent application of modern electrical engineer- 
ing and manufacturing practice, thousands of combinations of 
Benjamin-Starrett Panel Boards are made up of a comparatively few 
standardized units. These combinations are easily and quickly factory- 
assembled to meet any wiring requirement for which a panel board 
is used, no matter how intricate or unusual the wiring layout may be. 





Standardized Open Front Panel Board and , : i - 
Cabinet—I six-circuit and 1 four-circuit unit To select a Benjamin-Starrett Panel Board for any requirement, pick 


panel section and section with main lugs only. out from the illustrations in the Panel Board Catalog the type of panel 
you need. Opposite the illustration select the catalog number covering 
the size of board you want. Then order it by that number. All the 
work of assembling, etc., is done a¢cording to Benjamin-Starrett 
Standardized factory practice. 


A simplified method of listing, easy to use, makes the ordering of a 
Benjamin-Starrett Panel Board a very simple matter. 


Also, the panel board you obtain will possess every electrical and 
mechanical feature that could possibly be secured in any special con- 
struction built to your own rigid specifications plus many advantages 
found only in Benjamin-Starrett Standardized Panel Boards. 


The Benjamin-Starrett Panel Board line includes standardized Open 
and Dead Front Panel Boards, Through-Feed Panels; a “‘Ready-To- 
Ship” line, and Residence Panels both Open Front and Dead Front. 
You will be greatly interested in full particulars concerning this line 
and its place in your business. 


Write the Advertising Department, 806 W. Washington Blvd., Chicago 


BENJAMIN ELECTRIC MFG. CO. 


Factories: Chicago and Desplaines, IIl. 
Sales and Distribution Offices: 





Standardized Dead-Front Panel Board and 
Cabinet—1 four-circuit unit panel section and ; : 
section with fusible main knife switch. New York Chicago San Francisco Toronto, Canada London, England 
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The Electricai Supply Jobber 
Says: No. 2 


‘‘Perhaps I’m looking at this thing from a selfish 
standpoint, but I feel as if this Benjamin-Starrett 
Panel Board standardization had been accomplished 
for my special benefit. I’ve known and handled 
Benjamin Products for years. They take as vital 
a place in the electrical business as salt takes on my 
table. This advance in panel board construction is 
just another instance wherein I’m helped to give a 
better and more complete service in working out the 
problems of electrification for both industry and 
the home. 

“T know that everyone with whom I deal is benefited 
in this instance, but after an article leaves my hands, I 
feel that from there on it’s a personal issue. 

“Our contractor-dealer customers are enthusiastic 
over the Benjamin-Starrett Residence Panel, and the 
Ready-to-Ship Panel Boards and Cabinets are like handling 
sockets or lamps or two-way plugs. 

“And the Benjamin-Starrett Standardized Panel is 
a triumph. It takes all the worry out of an order for a 
panel board, no matter how fussy the customer or how 
exacting the requirements. In fact, it’s just plain funny 
how easy it all is after the problem has been solved so 
completely. 

“With panel board construction and assembly reduced 
to the simple terms of merchandising a standardized 
product, why shouldn’t I feel as I do toward the firm that 
makes this possible.” 


Made only by 


BENJAMIN ELECTRIC MFG. CO. 


Factories: Chicago and Desplaines, III. 
Sales and Distribution Offices: 
New York Chicago San Francisco Toronto, Canada London, England 


BENJAM! 


Makers of Things More Useful 








**High-Spots”’ 
in 
Benjamin-Starrett 
Panel Boards 


Highest Grade Material. 
Workmanship unexcelled. 


_ Copper parts electrically 


ample. 


Occupies less space than 
any other form of panel 
board made. 


_ Lightest in weight, circuit 


for circuit, effecting 
lower freight charges, 
time of handling, and 
makes easy installations. 


Most nearly ready to in- 
stall of any. 


Finest appearance as a 
completed installation. 








PRODUCTS? 





B 


The following are di- 
visions of Benjamin Prod- 
ucts on which we will be 
glad to send information: 

Industrial Lighting 
Division. 

Electrical Division (in- 
cluding Benjamin Two- 
Way Plug). 

Pressed Steel Products 
Division. 

Enameled Products 
Division. 

Starrett. Panel Board 

Division. 
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pliances are past due, but in case no 
results are accomplished the matter 
is turned over to the sales depart- 
ment. The sales manager then sends 
a personal letter similar to the fol- 
lowing: 

The Credit Department has re- 
ferred to me the record of your Con- 
tract Account, with recommendation 
that action be taken to recover the 
material sold to you. 

You cannot blame them for their 
attitude, because there has been no 
response on your part to the state- 
ment and letter sent you, and your 
contract with us calls specifically for 
regular monthly payments. However, 
before availing ourselves of our priv- 
ilege under the contract and sending 
for the goods, I am writing you per- 
sonally, and really believe you will 
take care of the payment past due, at 
once. 

I am sure you will act promptly 
and I am going to keep this matter on 
my desk, awaiting your reply and re- 
Please do not disappoint 

Yours very truly, 


mittance. 
me. 
Sales Manager. 
At this time when prompt payments 
are so and welcome, this 
system of follow up and plan of 
action might work advantageously. 
* * % 


necessary 


Free Electrical 
Movie Shows 

Selling the idea of a commodity is 
the whole secret in putting it across 


to the public successfully. The elec- 








Fellows, if you never had the pleasure of seeing a wrecking crew, fix your eyes 


on the above photograph. 
house of the Western Electric Co. 


veteran appliance man, third from the left. 
W. S. Burr, Geo. F. Bertke, Ross Cummings, Frank Weigler, 
Mr. Clifford, Geo. W. Cramond, Mr. Glindmeyer. 
How about it? 


in a row) are: 


world’s series in Cincy. 


These fellows are the trade magnets at the Cincinnati 
“On the dotted line!” yells Ross Cummings, 


Left to right these little birds (all 


This gang thinks itll see the 





trical idea has yet to be completely 
sold to the public but live electrical 
dealers in New York have grasped an 
opportunity open to any dealer loca- 
ted in a town large enough to have 
a movie (and if a town isn't large 
enough for a movie it hasn’t a dealer). 
On Tuesday and Thursday 
morning New York electrical dealers 
put on co-operative electrical movie 
On these 
mornings the general public can see, 
free of charge, high grade educational 
and industrial films prepared by man- 
ufacturers, showing how their prod- 


every 


shows in the Rialto theater. 








Ta-du-da-du-da-da, etc. (supposed to be mess call.) 


ambassadors of the Post-Glover Electric Co. 





PEC CTF 


ELLE 
me 


“This is a hell of a way 
to treat a bunch of hard-working guys,” chorused these 17 husky commercial 


at their recent sales conference. 


“Just as we work up a good appetite they make us sit down to be used as a 


target for some darn photographer to shoot at.” 


The fellows are all lined up 


for chow, and Oh boy! when that bunch was finished the food left on that table 
wasn’t worth a German mark. 


ucts are made and used. Such a show 
is not only an advertisement for the 
theatre owner but clear gain in every 
sense. Practically every jobber’s 
salesman represents at least one man- 
ufacturer who makes such films. It is 
easy to see the results that would 
obtain if jobbers’ salesmen worked 
with dealers in selling the public the 
electric idea through the medium of 
free movie shows. The attendance at 
these ‘free shows” in New York in- 
dicates the number of people interest- 
ed enough to spend several hours a 
week learning more about electricity 
and what it can do. 
* * * 

Strain Insulators On 
Distribution Lines 

Egg-shaped insulators, such as have 
been commonly used for guy wires, 
are coming into popular use in the 
West on distribution lines with volt- 
ages as high as 33,000. These in- 
sulators are used in the strain position 
and anchored to the crossarm while 
the regular porcelain line insulators 
are employed to carry the wires con- 
necting the lines as they are anchored 
on each side of the pole. For the 
higher voltages several of the egg in- 
sulators are connected in series. 

* * * 

Water Power Development 
and Paper Shortage 

One-third of the cost of wood" pulp 
and paper consists of the cost of pow- 
er, and the present high cost and 
scarcity of newsprint paper is almost 




















Talking Point af 


—in a series to jobbers’ salesmen, showing 
why Hubbell Electrical Specialties make 
friends with your customers 


Hubbell Caps are Standard 
—and the T-T Slots take them all 


When your customers equip their products with Hubbell 
Standard Interchangeable Plugs and Caps they have done 
more than provide the electrical connections. 


They have made their machines instantly available for use 
with more than 50 million Hubbell current outlets already 
installed ! 


The Hubbell Standard line has always been standard. The 
original dimensions have been followed consistently. Tan- 
dem blade caps now manufactured will fit every Hubbell 
tandem slot outlet ever sold and every Hubbell exclusive 
T-T slot receptacle or current tap. 


Remember—since the Hubbell Standard line is 
interchangeable, your customers’ machines, 
when equipped with Hubbell Plugs and Caps, 
could be used anywhere. Write us for the de- 
tails. 


HARVEY 


ELECTRICAL 


BRIDGEPORT 
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wholly due to the lack of water power 
development. The states of Oregon 
and Washington alone contain more 
available water power and more pulp 
wood than any other two states in the 
Union. Out of the 17,000,000 horse- 
power within the borders of these 
states but two per cent in all has thus 
far been developed. The government 
forest preserves in these two states 
contain over 44,000,000,000 feet of 
timber suitable for the manufacture 
of wood pulp. It is plain to be seen 
that if the acute newsprint paper sit- 
uation is to be remedied more of the 
available water horsepower must be 
harnessed and developed. 
* * * 

Contractor-Dealers’ 
National Convention 

It is estimated that about 1000 of 
the country’s foremost electrical con- 
tractors and dealers will assemble in 
the annual convention of the National 
Association of Electrical Contractors 
and Dealers to be held in the Southern 
Hotel, Baltimore, Md., on Oct. 4 to 9, 
This is expected to be a 
momentous event in the annals of the 
progress of electrical merchandising 
and is being interestedly watched by 
the other branches of the industry. 
The dealer branch of the electrical 
industry, blossoming forth in three 
years like a flower blooms over night, 
is looked to for great ,accomplish- 
ments in the near future. Though 
the contractor-dealer branch is 


inclusive. 


re- 
garded as a vitally essential part of 


























There’s never a cloudy day at Dequindre and Kirby streets, home of the 
Western Electric Co., Detroit, Mich., when this bunch is around. From left to 
right are Lifka, Tincher, Dougherty, Hillis and Craveson—all on the firing line 


for W. E. 
man with a long reach on that job. 


Bill Craveson handles the Ford Motor account because they neéd a 
Do you think you'll ever go back, Charlie? 


Charlie Lifka migrated from Chicago a couple of years ago; then got married, 
so—it’s not so lonesome as it might be. 





the industry, developments are expect- 
ed to occur that 
will spur its members on at an un- 
precedented rate toward higher mer- 
chandising principles, more efficient 
systems of operation and a more firm 
establishment of its ability to func- 
tion in the manner necessary to prop- 
erly and effectively sell the public the 
electrical idea. 
* * * 


It Might Work 
But Too Often 


in this convention 


It was recently suggested that a 

















Get on your mark, get set, go to beat the band! This row of distinguished-looking 
gentlemen is the officials of the Northwestern Electric & Equipment Co., St. Paul, 
Minn., who are preparing to fight it out to see. which one comes nearest to resem- 


bling Mercury. 


H. F. Thomas, president of the organization, in the center, nearly 


knocked the spectators off their feet with his burst of speed, but near the finish 


Charlie Ritter, manager of the supply department, nosed him out. 


rubber corkscrew. 


Charlie won the 


rain or snow alarm could be made by 
stretching silk between wires in an 
electric bell circuit, as silk conducts 
electricity when wet. What is the 
maintainer of such a system going to 
do though if he lives along the sea 
coast where it’s foggy most of the 
time? 
* * # 

Montana Dealers 
Meet Again 

Following the organization conven- 
tion at Butte last April the Montana 
State Contractor-Dealer Association 
held its second convention recently at 
Great Falls. A movement is under 
way to affiliate with the national asso- 
ciation. Both jobbers and central sta- 
tion men are working with the organ- 
ization to further a co-operative 
movement similar to that conducted in 
California. The president of the 
Montana body is J. P. Currah, of 
Helena, and the secretary is E. Down- 
ing, of Butte. 

* * # 

S. E. D. Prepares 
Christmas Campaign 

The Society for Electrical Develop- 
ment is preparing its annual electrical 
Christmas campaign. The outstand- 
ing feature of the dealer aids to be 
supplied during this vear’s drive is to 
be an attractive eight-color window 
cutout featuring the slogan, “Say 
‘Merry’ Christmas’ _ electrically.” 
Poster stamps, attractively printed 
letters, advertising cuts and a wealth 
of other selling helps will also be fur- 
nished. 
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The First Gun! 














Is there some knotty problem up this morning? 
Are you puzzled over the whereabouts of 
something you need in a hurry? Or, is it a 
question of getting something special to meet 
an unusual requirement? 


Go to headquarters in the service of electrical 
supplies. Ask your Electrical Supply Jobber 
Large stocks of the right goods in warehouses 
all over the country to meet your urgent needs. 
A fine, husky lot of salesmen scouring the 
land, picking up ideas, running down trails, in 
touch with everything—to get for you just 
the information you may need. 


Electrical Supply 
Jobbers Association 


411 SOUTH CLINTON ST. 
CHICAGO 














The illustration above is the first of a series of full page 
advertisements that will appear in the electrical weekly 
and monthly journals. 


Your customers will be reading these advertisements. 


They do not always realize how much help you can 
give them—how your experience may help to unsnar]l 
some knotty problem. 


It’s up to you to take that puzzled look off the old 
man’s face. Fly at it! 


Electrical Supply Jobbers Association 
CHICAGO 
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BUSS FUSES are approved in all 


types, and in all sizes and capacities 




































Rely on a fuse which is good enough to | 
be approved in all voltages and sizes. | 


BUSS FUSES are one of the only four 
makes approved by Underwriters’ Laborato- 
ries, Inc., in both 250 and 600 volt sizes. This 
approval of the whole line means that BUSS 
Fuses are free from “‘come-backs’’ caused by 
some sizes not being approved. You can sell 
BUSS Fuses with the realization that Under- 
writers Laboratories approval guarantees the 
safe operation of every one. 


Some other fuses are approved in some sizes but not 
in the whole line. Could you sell such a fuse with 
confidence? Real merit can hardly exist in some portion 
of a manufacturer's output, and not in all of it. 


BUSS Ferrule-Contact Renewable Fuses are both safe 


and convenient. What other fuse can, like this, be re- 
newed with no tools but the fingers in a few seconds 
only? 


BUSS Knife-Blade Renewable Fuses embody the 


floating, self-aligning element which can be put together 
in the dark, and which never distorts the link. 






Write for booklets giving full particulars. 


BUSSMANN MANUFACTURING CO. 
ST. LOUIS, MO. 


NEW YORK, 731 Broadway 
CHICAGO, 627 W. Jackson Blvd. 


SAN FRANCISCO, 
509 Mission St. 


Fuse 
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Notes About Jobbers 


Central Division 
Jobbers Meet 

On Friday, September 24, the ma- 
jority of the 60 members of the Cen- 
tral Division of the Electrical Supply 
Jobbers’ Association met to discuss 
topics of vital importance in these 
days of uncertainty. The general atti- 
tude among the jobbers was of an 
optimistic nature yet as to the future 
they believed “‘one person's guess is 
Major Ainslie 
A. Gray, advertising counsel for the 


as good as another’s.” 


association, opened deliberations in 
the morning by outlining the associa- 
tion’s advertising and publicity plans 
for the coming year and was followed 
by L. T. Milnor, Milnor Electric Co., 
Cincinnati, O., on the subject, “What 
Can Be Done to Increase the Value 
of the Association to Its Members.” 
The substance of Mr. 


dress was confined to 


Milnor’s ad- 
the fact that 
the members could make the associa- 
tion more valuable to themselves, and 
vice versa, by all participating in dis- 
cussions rather than leaving this duty 
to a customary few. W. F. Bissell, 
of The F. Bissell Co., Toledo, O., then 
led in a discussion on the “Necessity 
for Prompt Collections at the Present 
Time.” Opinion seemed to be divided 
as to the feasibility of charging in- 
terest on past due accounts although 
have been 


some jobbers practicing 


this means of maintaining profits and 


stimulating prompt payments. After 
a luncheon recess of an hour and a 
half, C. A. Payne clarified in the job- 
bers’ minds the Marsh nickel chro- 
mium resistance element patents, the 
subject of his talk being “The Marsh 
Patents and the Patent Situation.” 
F. D. Van Winkle, of the Post-Glover 
Electric Co., Cincinnati, O., then ad- 
the gathering on ‘Motor- 
Driven Household Devices. What 
Does it Cost to Market Them?” pre- 
cipitating some heated discussion as 
to business methods and margins of 
Aside from some general dis- 
“Automobiles for Travel- 


dressed 


profit. 
cussion on 
ing Salesmen’”’ this concluded proceed- 
ings as J. A. Fowler of the contractor- 
dealer firm, Joseph Fowler Electric 
Co., Memphis, Tenn., who was to tell 
“What the Contractor-Dealer Thinks 
of the Jobber,” was prevented by ill- 
ness from attending. 

* * 4% 
Tower-Binford in 
New Building 

The Tower-Binford Electric & Mfg. 
Co., Richmond, Va., has moved into 


Ba 


its new two-story building which is a 
thoroughly modern structure of steel 
and brick, fireproof and equipped with 
gravity conveyors. The building is 
that additional 


may be added when needed. 


constructed so floors 














You might think at first glance that these fellows were Buffalo ward politicians 
with those five-cent ropes protruding from their faces but they're really respectable 


citizens. 


Did somebody giggle up there in the gallery? 


Ed Le Vee, manager of the 


appliance department, Robertson-Cataract Electric Co., Buffalo, is left end; Harry 
Wheeler, special representative, same company, is center, and Frank Morris, vice- 
president and sales manager of the company, is right end. 








Geo. F. Bertke of the Cleveland house, 
Western Electric Co., don’t need a flash- 
light to find his way around Ohio in the 


dark. George has been at it in that 
state for the past 15 years and what 
George doesn’t know about the Buckeye 
state isn’t much. O, for the good old 
days, eh, George? “The old gray mare 
she isn’t what she used to be many long 
years ago.” 





Tafel Electric Co. 
To Move 

The Tafel Electric Co., Louisville, 
Ky., has purchased a building on West 
Main that city, comprising 
four stories and a basement. The 
building is 38 ft. wide by 220 ft. 
deep. Paul Tafel, president of the 
company, says the building is so con- 
structed that trucks can be readily 
loaded from either the first floor or 
the basement. Upon the change of 
quarters the company will abandon 
the retail branch of its business. 


street, 


* * * 


Quarfot Forms Electric 
Specialty House 

E. A. Quarfot, formerly of the 
Greusel-Quarfot Electric Co., Mil- 
waukee, Wis., has severed his connec- 
tions with that concern and opened 
up, at 376 East Water street, same 
city, a new electrical specialty job- 
bing house to distribute electrical 
household devices, exclusively, in Mil- 
waukee and contiguous territory. Fred 
Quarfot and Harry Northrup, both 
formerly with the G-Q company, are 
associated with him in his new enter- 
prise. 
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Sectional view Economy Ferrule-type Fuse 
and Economy “Drop Out” Renewal Link 


ees eres 


: my - 7 
=i 7 Push the Fuse 


r My 
A That 
Backs the Jobber 


Economy Fuse advertising is national. 











Every big magazine—every trade paper of im- 
portance carries the message of ECONOMY. 


These publications are read by more than 10,- 
000,000 people each month. 


the slogan: 


“For sale by all leading electrical jobbers and 
dealers.” 

This means you. It means your work is made 
easier—the demand for Economy Fuses is 
greater. 


\ a Every Economy Fuse advertisement carries 


Mas 

wil 
Ih} 
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In addition to this, hundreds of thousands of 
pieces of Economy advertising are mailed direct 
to dealers and consumers. 


It pays to push a fuse which backs the jobber. 


Remember: 
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Sectional view tt I i Lt aul ‘4 Economy Fuses were the first line using an 
Knife-blade : inexpensive bare renewal link for restoring a 
“— Ty = blown fuse to its original efficiency to be ap- 
: proved in all capacities by the Underwriters’ 
Laboratories. 


“ne ! 


il <-1-1,1-), a 
ate : Economy Fuse & Mfg. Co. 
UND LAB. INSPE Chicago, U. S. A. 


“| ECONOMY FUSE & MFG. CO. s*~ 
CHICA nek u Ss. a . 
: { Economy Fuses are also made in Canada at Montreal 











Economy Fuses were the first line using an inexpensive bare renewal link for restoring a blown 
fuse to its original efficiency to be approved in all capacities by the Underwriters’ Laboratories . 
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Varney Company 
Suffers Fire 

The Varney Electrical Supply Co., 
Evansville, Ind., recently suffered a 
fire which, though not causing serious 
damage, perpetrated material incon- 
Seott Walker, 
dent of the organization, says: “We 


venience. C. presi- 
do not feel that very serious damage 
was done as the fire was confined en- 
tirely to the third floor of the build- 
ing. We are now in shape to take 
care of orders again and our trade 
has been exceptionally patient with 
us during the interim of reorganiza- 
The building was covered by 
The main office and 
warehouse of the company is located 


at Indianapolis. 
* *% * 


tion.” 
fire insurance. 


Unique Form of 
Order Blank 

Tafel Electric Co., Louisville, Ky., 
has revived an early nineteenth cen- 
tury system of mailing in the printing 
of its new order blanks. The blanks 
are known as Env-O-Blanks, are self- 
addressed and fold up in envelope 
form. They are being sent free of 
charge to customers and one is in- 
closed in each copy of Timely Tafel- 
talks, the company’s monthly publica- 
tion. 

* * * 

Jobbers Sell Central 
Station Securities 
of the Pacific 
Electrical Supply Jobbers’ Associa- 
tion, are making earnest efforts to 


Members Division, 


sell central station securities to mem- 
bers of the electrical industry. C. C. 


Hillis, vice-president and treasurer of 
the Electric Appliance Co., San Fran- 
cisco, Calif., is largely responsible for 
the work among the jobbers in behalf 
of the power companies. He is to be 
commended for his painstaking en- 
deavors. 
* * * 

Quinn Under 
E. S. & E. Banner 

Jack P. Quinn, for a number of 
years city salesman for Stanley & 
Patterson, has accepted the position 
of sales manager of the New York 
branch of The Electric Supply & 
Equipment Co., Hartford, Conn., and 
is now located 1270 Broadway. 


*% * * 


Quinn Makes 
A Change 

George D. Quinn, formerly editor 
in the order department of the Man- 
hattan Electrical Supply Co., New 
York City, has severed his connec- 
tions with that concern to take over 
the New Jersey territory for the 
Tidewater Electric Co. He can be 
reached by mail at 44 Park place. 


* * * 


Trade Acceptances 
Improve Collections 

Trade acceptances are materially 
improving the collections of the 
Western Electric Company, the 
largest electric supply jobbing house 
in the United States. In 1918, the 
year that the company adopted the 
use of trade acceptances, the loss on 
accounts under this basis was three- 


hundredths of one per cent. The loss 














Couldn’t get many more on this little barge but you’ve got to admit that it’s 


well-balanced with Baldy Strother in the stern, Mr. F. D. 
Storchy at the left and Bill Haddon on the right (in 
insisted on rocking the boat whereat they were promptly ducked. 


Trot Trotter in the bow. 
the water) 


in the middle and 


Another view of some of the boys cooling off at the Post-Glover sales conference. 




















only 
C. H. Sei- 
denberg, city salesman for the Royal- 


If the prohibition authorities 
know what we know, eh Si? 


New 


” 


Eastern Electrical Supply Co., 
York City, is illustrating what “on tap 
means. But then who wants to drink 
what comes out of this hydrant. Is 
deuce wild tonight, Si? 





during the same period on open ac- 
counts was thirty-nine-hundredths of 
one per cent. The following year the 
accounts closed under the new method 
increased 237 per cent in number and 
211 per cent in value. The loss on 
these amounted to seven-hundredths 
of one per cent. The loss to sales on 
open accounts for that year was 
twenty-seven-hundredths of one per 
cent. 
* & * 


Lewis Electric Installs 
Helpful Sales Record 

Richard J. Davis, sales manager, 
Lewis Electrical Supply Co., Boston, 
Mass., has instituted in his sales or- 
ganization an excellent scheme for 
keeping track of customers’ purchases. 
He believes that dealers, especially, 
fall too far into the habit of buying 
one thing from one jobber’s salesman 
and another thing from some other 
jobber’s salesman. He also contends 
that the salesman himself is too much 
in the habit of talking only one par- 
ticular subject to each different dealer 
instead of trying for all his business. 
To remedy this condition he has de- 
cided to work at both ends by install- 
ing a card system in which is kept an 
accurate record of the amount of sup- 





THE JOBBER’S [A] SALESMAN 





Easiest and Quickest 
Fuse to Renew 


Because of its few parts and surpassingly simple 
construction—free from complicated parts—the 
“Union” Renewable Fuse can be taken apart and 
put together much more easily than any other de- 
pendable fuse on the market. 





This means a substantial saving in,the cost of 
handling in these times of high wages. 


But what is even more important, it means sav- 
ing good fuses from the scrap heap. For experi- 
ence proves that many workmen will use a new 
fuse rather than bother to renew one that is hard 
to take apart and put together again. 


can be renewed by simply unscrewing the caps, 
lifting off the washers and inserting a new link. 


Simple, rugged, substantial, dependable, the 
“Union” Renewable Fuse will unfailingly give ef- 
fective, lasting service. 


Save time—save money—save trouble by insist- 
ing upon and getting “Union” Renewable Fuses. 

| Also made in Non-Renewable type. 
_ Send for booklet [ “UNION” | 


(RENEWABLE! 
| NE sTC 
TRADE | bar Sete | 
= CHICAGO FUSE MFG. CO. Je, 
- Oldest and largest manufacturers of Fuses, Elec- ae manee 
trical Protecting Materials and Conduit Fittings. — 


CHICAGO NEW YORK 


t 
AGO Fuse WEE. C 
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plies, equipment and appliances deal- 
stations purchase, 
their heretofore favorite jobber, their 


ers and central 
tendencies in buying; that is, whether 
they talk mostly on apparatus, appli- 
ances, industrial lighting or whatnot, 


The 


various electrical equipment and sup- 


who the buyer is and remarks. 


plies that the Lewis company handles 
are divided up into 18 different classi- 
with provided for 


fications space 


seven more. A check is put after 
whatever goods the dealer has ordered 
from the Lewis company such as, say, 
pipe, BX, apparatus, etc. On the re- 
verse side of the card is the “Sales 
Analysis” in which the classifications 
are listed across the top and the 
months of the year along the left 
hand side so that the monetary amount 
of the dealer’s or central station’s pur- 
may be tabulated in 
classification. In the periodical sales 
meetings, that Mr. Davis holds, he is 
enabled by this system to talk accu- 


chases each 


rately with each salesman on his ter- 
ritory and show him where there is 
room for improvement in the size and 
It has proved 
very helpful in keeping track of indi- 
vidual customers and prolific in pro- 


number of orders. 




















ee  —————————————————— 


“He stood on the bridge at midnight” 
—or was it midnoon? Did you ever see 
these. birds that ride on the running- 
board of the president’s official motor 
car? They always have their hands on 
something in their pockets. We'll bet 


Russian rubles to German marks that 
Norman Hickox, sales manager, National 
X-Ray Reflector Co., Chicago, has his 
hands on something other than what 
those guardians of the president usually 
are grasping. 

















| 
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R. B. Harvey, manager of the farming 
section, industrial department, Westing- 
house Electric and Manufacturing Com- 
pany, has resigned to become sales man- 
ager of the Litscher-Lite Corporation of 
Grand Rapids, Mich. Mr. Harvey has 
been with the Westinghouse company 
ever since he graduated from Delaware 
College with the degree of Electrical En- 
gineer in 1912, with the exception of two 
years spent in the air service as second 
lieutenant. 





ducing means of increasing business. 
Mr. Davis is building around himself 
a large, modern and efficient sales or- 
ganization and is conducting it under 
the latest sales methods. 


* * * 


Jobbers Deliberate 
In Philadelphia 

On Thursday, September 23, the 
day before the Central Division met 
at Chicago, the Atlantic Division of 
the Electrical Supply Jobbers Asso- 
ciation met at the Bellevue-Stratford 
hotel, Philadelphia, Pa. In the morn- 
ing C. A. Payne explained, as he did 
the next day at Chicago, ““The Marsh 
Patent; Its History, Operation and 
Effect on the Electrical Heating and 
Cooking Device Situation.” Follow- 
ing Mr. Payne, Ainslie A. Gray, pub- 
licity counsel for the association, out- 
lined the association’s advertising 
plans for the ensuing fiscal year. The 
last address in the morning was made 
by W. P. Pierce, eastern sales man- 
ager of the Edison Electric Appliance 
Co., who interestingly led the discus- 
sion on ‘““How Can the Manufacturer 
Co-operate to Increase the Stock 
Turnover of His Distributors?’ Ray- 
mond Marsh, sales manager of the 


Syracuse Washing Machine Corp., led 


off in the afternoon deliberations 
with a talk on “Merchandising 
of Electrical Clothes Washing Ma- 
chines and the Outlook in the 
Industry.” Spirited discussion fol- 
lowed his address. T. H. West, of 
The Philadelphia Electric Co., then 
deliberated on “The Business Situa- 
tion from a Financial Standpoint and 
the Prospects for the Future.” As E. 
W. Rockafellow, who was to tell 
“Some Things That the Electrical 
Supply Jobbers’ Association Might 
Undertake to Accomplish,’ was un- 
able to attend, the general program 
was terminated at this point. 


* & ¢ 


Frank H. Stewart Co. 
Publishes New Catalog 

The Frank H. Stewart Electric Co., 
37 North Seventh street, Philadelphia, 
has published a new catalog. It is 
said that the catalog differs from the 
ordinary stock catalog of electrical 
supplies in that the cuts are all new, 
the pages extra large, and the print- 
ing of the highest style of the art. 




















“Let’s play, Doc,’ says J. W. Hunt, 
assistant manager of the apparatus de- 
partment, Northwestern Electric Equip- 
ment Co., St. Paul, Minn., to R. W. 
Richardson, apparatus salesman, same 
company. “You swing me first, Jay; 
then T’ll swing you,” agrees Doc. O 
piffle, you naughty boys play together 
too roughly! They were all kids again 
on Northwestern’s picnic day. 
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D & W 


A name as old as fuses 
Ask the oldest electrical man what he 
thinks of D & W and his reply will be 
virtually, “They make an _ excellent 
fuse, and are fine people to do busi- 
ness with.” 

D & W Fuses have been on the mar- 
ket for the past 20 years. This name 
has become synonymous with “relia- 
bility” in fuses. 

D & W Fuses are made in capacities 
from 3 amperes to 1000 amperes, in all 
standard voltages. By carrying a com- 
plete stock of fuses in all sizes, dealers 
can assure the consumer that they are 
recommending the proper size fuse for 
the work desired. 

D & W Fuses are protected in their 
delivery to you by their standard pack- 
ing and labels. Insist upon securing 
them in these packages. 

Here is a good trade mark to tie to— 






















































General WNéectfic 


’ Providence R.I. 








Company 








General Office 
Schenectady, NY 








Sales Offices in 
all large cities 
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Displays like this in the G-E dealers’ stores make these 
wiring devices easy to sell 







Easy to handle— ———— 
Easy to display — 
Easy to sell 


G-E Labelled Specialties, in the Introductory Package, 
are an easy assortment to handle—a ‘‘ready made” 
stock for any store. Their orange and blue picture 


packages adapt themselves easily to the most attractive 
displays. 

















All this means easy sales, quick turnover, steady profits. 


Stock your dealers with the Wiring Devices that are 
easy to sell. 
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Sales Offices in 


General Office all large cities 


Schenectady, NY 
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One by one the various activities of everyday life are 


being electrified—to the profit of those who sell electrical 


apparatus 


This is the G-E Wayne Pipe Thawer ready to carry 
to the job—it weighs only 35 pounds complete 








LES 





—And now they thaw frozen 
pipes by electricity! 


The G-E Wayne Pipe Thawer is a new outfit developed 
for the use of plumbers. It consists of a transformer, a 
ten foot lead for connection to the lighting circuit, and 
secondary leads for attaching to the pipe to be thawed. 


This outfit is readily portable and consumes only about 
as much current as an electric flatiron. The principle is 
a simple reduction of voltage from the alternating cur- 
rent house circuit to enable the pipe to be heated until 
the frozen water starts to flow. 


As this outfit can be handled with a minimum of labor 
and certainly without fire risk it will prove very popular 
with the plumbing trade and with central stations as a 
good will builder with their customers. 
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This is a reproduction of the illustration for the Duplexalite color 





page in the November 6th issue of The Saturday Evening Post 


It opens the doors to you 


Kk. chose November 6th as the date for this 

big home lighting page because in the 
autumn a housekeeper’s fancy invariably turns 
to preparing for the winter. She wants to get 
everything snug and comfortable for the com- 
ing’ months. 

In this advertisement we call attention to the 
fact that there is no one alteration she can 
make which will work such a change for the 
better in the comfort and beauty of her home 
as the installation of Duplexalites. 

There are millions of homes in the United 
States already wired, into which Duplexalite 


can bring its cheer, comfort and beauty. This 
makes a tremendous potential market for Du- 
plexalite. It is only necessary to demonstrate to 
make a sale. 

This advertising will open the doors of these 
homes to your dealers. It’s the chance they've 
been waiting for. We have prepared direct 
material and a carefully worked out plan for 
them to use in getting orders. 

Help vour dealers to get in on this and make 
a share of the profits. Tell them to write for 
the story and our plan. 


DUPLEX LIGHTING WORKS 
of General Electric Company 
6 West 48th Street, New York City 


Pdi 


OE st 





Glhe light to 7 ine with 


Duplex-a-lite 
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How Bill Spicer Helped 


Mystery of the Prize Account is Solved 


' ’ / E are always joking about 
old Bill Spicer. He isn’t old 

but he is always so solemn 

and serious that we just naturally call 
him Old Bill. Old Bill is really amus- 
ing in a great many ways. It doesn’t 
amuse us, however, when he draws his 
check for bonuses or commissions. 
Then we always sort of envy him. He 
always gets the biggest ones and we 
can’t help wondering how he does it. 


Old Bill doesn’t look like a sales- 
man and he doesn’t act like a sales- 
man. He never tells stories. He never 
jokes. He takes himself very serious- 
ly and he never goes out with the rest 
of us when we make up a little party 
to have a good time. I don’t believe 
that he ever does anything for pleas- 
ure. When he isn’t working he is al- 
ways reading. He sure is a great 
reader. 

If any of the rest of us made any 
such record as Old Bill makes we 
would do a little boasting about it. We 
would tell the others how we did it. 
Old Bill, however, doesn’t seem to real- 
ize that he is doing anything at all 
extraordinary. He doesn’t seem to 
realize that he is a good salesman. He 
is a queer bird in every way and it is 
a wonder that such a diffident fellow 
could make any sales at all, but his cus- 
tomers certainly swear by him and he 
hasn’t a better booster than John 
Metz. 

We had a hard time finding out about 
the case of John Metz. We never 
would have if the boss hadn’t gone 
and had a talk with Metz himself. 
You couldn’t get anything out of Old 
Bill. He didn’t seem to know what 
he had done. In fact I don’t believe 
that he did know. He often acts as 
though he wondered why the dealers 
buy so much from him and are such 
good friends of his. 

Well this fellow Metz proved very 
interesting to the boss. When the first 
orders came in from him, the credit de- 
partment hesitated about passing them. 
They wouldn’t ship anything but the 
smallest ones except C. O. D. Within 





By J. E. BULLARD 


a year from the date of the first order 
that Old Bill took, our credit men 
would let Metz have practically any- 
thing that he wanted. 

The boss talked about Metz a good 
deal with Old Bill but didn’t learn all 
he wanted to so he took the train and 
made a little trip out to the city where 
Metz does business. When he arrived 
there, he found an attractive and well- 
stocked store but it was easy to see that 
Metz was specializing on household 
appliances. The boss started talking 
with him and it was not long before 
Metz was telling about what Old Bill 
had done to help him make a success 
of his business. 

This is the way that the boss told 
it to us. 

Metz was one of the first to volun- 
teer when the United States declared 
war. He was one of the first to reach 
France. He enlisted as a private but 
soon worked his way up to a lieutenant. 
He had no dependents, was at the 
front practically all the time where he 
could not spend money if he wanted to 
and when he was discharged he found 
that what he had been able to save 
before he enlisted added to what had 
just naturally accumulated while he 
was in the army amounted to what he 
considered quite a little capital. Be- 
fore he enlisted he had been working 
as an electrician and now he decided 
to go into business for himself. 

He opened a little store and by the 
time he had it fitted up to suit him 
had made a big hole in his savings. He 
stocked up the best he could and wait- 
ed for business to come his way but 
none came. He looked over his stock 
and found that he had more money in- 
vested in household appliances than in 
anything else. He saw that he would 
have to make some stock move right 
away or he would go out of business. 
The household appliances appeared to 
promise most, so he advertised for 
salesmen to sell these appliances. 

To the first salesman, he paid a sal- 
ary but he found that these men did 
not earn their salaries. It was not 


long before he learned that the type 
of men he was getting from his want 
ad advertising were not the kind who 
would earn the salary he paid them. 
He then tried commissions but still the 
stock did not move. There were prac- 
tically no men out of jobs in that city. 
Every one was getting good pay and 
the type of salesmen he wanted did not 
seem to be available. 

The prosperity of the city was so 
great that it was promising to put him 
out of business altogether. One day 
when Old Bill dropped in Metz said 
to him: “It is no use trying to sell 
me anything. I can’t get rid of it. 
I’m all stocked up here but I don’t 
seem to be able to sell anything. I 
can’t get any salesmen that are any 
good and I can’t find anyone I want 
to trust in the store so I can go out 
and sell. I guess I'll close out my 
business and go to work. My money is 
all gone and I’ve got to do some- 
thing right away.” People are al- 
ways talking to Old Bill as though he 
was the only friend they had in the 
world. He’s so fatherly and sympa- 
thetic that men lots older than he is 
look upon him much as they would 
upon their own father. 

Metz went on and told all his trou- 
bles to Old Bill. When he was all 
through, Bill told him not to worry. 
“Just do all the selling yourself for 
awhile,” he advised, “and don’t depend 
at all on other people.” 

“But,” objected Metz, “who's go- 
ing to look after the store while I’m 
out selling? It’s just as hard to get 
somebody who'll prove satisfactory to 
stay in the store as to get somebody 
to sell on the outside.” 

“Don’t go out,” says Bill. “Do all 
your selling right here in the store.” 

“That’s a good one,’ agreed Metz 
who had begun to think that Old Bill 
was joking. “That’s what I have been 
doing right along and if I don’t get 
“beaucoup” money “toot sweet” I’m 
going out of business. That’s where 
I’m going. I’d hoped that you would 
give me some real advice.” 
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AVE upon wave of national advertis- 

ing has created nation-wide consumer 

acceptance for the Benjamin No. 92 
Two-Way Plug. 


By theend of 1920, twenty-seven of the coun- 
try’s foremost magazines will have carried 
136,000,000 messages telling about the utility 
of “two uses for every single socket” through 
the use of the Benjamin No. 92 Two-Way 
Plug. Consumers know whp “every wired 
home needs three or more.” They have been 
told, “At Your Dealers.” 


Dealers are furnished many sales helps to 
carry the idea along for their own greatest 
profit. Three two-way plugs has been made 


* the unit of sale—3 for $3.50 in the handy 


three-in-one carton, or the alternative $1.25 
each, making every sale worth while. A quick 
turn-over is assured, and double uses for every 


socket then creates sales for other electrical . 


appliances. 


As one of the few electrical devices nation- 
ally known by name, the Benjamin No. 92, the 
original Two-Way Plug, encounters the least 
sales resistance imaginable. 


Apply your driving force where there is 
least resistance. Your jobber will supply you 
with Benjamin No. 92 Two-Way Plugs in 
any quantity. 


For details, write the advertising Department 
806 W. Washington Biwd., Chicago 


BENJAMIN ELECTRIC MFG. CO. 


Factories: Chicago and Desplaines, IIL. 
Sales and Distribution Offices : 
247 W. 17th Street, New York 806 W. Washington Bivd., Chicago 


580-582 Howard St., San Francisco 
Benjamin Flectric Mfg. Co. cf Canada, Ltd., Toronto, Canada 
The Benjamin Electric, Limited, London, England 


BEN/AMIN 


Makers of Things More Useful 


Resistance 
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Half The Users of Electricity 
Use This Handy Plug 


Millions of users of electricity are making single electric light sockets 
do the work of two by means of the famous Benjamin Two-Way 
Plug. This handy device screws into any electric light socket or 
screw base wall receptacle and gives you a place for a light bulb 
and any electrical appliance. Thus you have light and power from 
a single socket at the same time. The 





has made good everywhere. Its success has brought imitations. 
Protect yourself by asking for and getting a Benjamm Two-Way 
Plug. Look for the word Benjamin stamped in the brass shell. It 
is your best service insurance 


Ask Your Electrical Dealer 


iG $s x » 
3320 
BENJAMIN ELECTRIC MFG. CO. 
New York Chicago San Francisco 
The Benjomin No. 2452 Shede ceaicschaliadcaaiiaaiiaes ~ 
shades with Beran Two Way Plugs You can keep the 
himks owt of your plectrcal apphance js me rm a 
Swowel Attachment Plugs. Yow cial deaie snow 
a NE 


Remember the Name 





In more than 2,000,000 copies of the Saturday Evening Post of November 
6th this full page advertisement will appear telling the story of the useful- 
ness of the Benjamin No. 92 Two-Way Plug and saying, “at your dealer’s.” 
This is one of the biggest single selling influences brought to bear upon 
Benjamin No. 92 Two-Way Plug sales for dealers this year. Check up your 
stock. Be ready for a big plug business this fall. Get in touch with your 
jobber right away. 


BEN/JAMI 


Makers of Things More Useful 
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“I’m not joking,” continued Old Bill 
in that solemn fatherly way of his. 
I’m going to show you how. The 
things that you want to sell first are 
some of these washing machines, vacu- 
um cleaners, sewing machines, etc., 
you've got your money tied up in, and 
you've got to get cash for them so 
you'll have the money you need to keep 
the business going. 

“You've already sold some of these 
appliances to people in town. Give 
me their names and addresses. While 
I’m using these you make up a list 
of people who have the money so they 
can pay cash for these appliances and 
look up their telephone numbers. I'll 
make some sales for you before I leave 
the store and show you how to make 
this stock move.” 

Metz was puzzled. Old Bill looked 
serious enough. He didn’t look as 
though he was joking yet Metz didn’t 
see how he was going to help him. 
That’s a way Old Bill has anyhow. 
He doesn’t go ahead and explain a 
whole plan, he demonstrates it. I 
guess he does that because he doesn’t 
have to talk so much when he goes 
about it that way. 

Well Metz dug up the names and 
telephone numbers of the people who 
had bought machines. Then Old Bill 


began to call them up. He told them 
that he represented the manufacturer 
and wanted to make sure the machines 
were giving entire satisfaction. The 
people told him how good the machines 
were, how they couldn’t get along 
without them and Old Bill jotted 
down a lot of good sales arguments 
they gave him. Before he got through 
he asked each one for the name and 
telephone number of some other per- 
son who had seen the machine in use 
and might be interested. Before he 
was through he had a good list of pros- 
pects. 

He then went to work on these pros- 
pects and before he had finished them 
up, he had made three sales. All this 
time Metz was listening to him and 
watching him and opening his eyes and 
mouth wider and wider. By the time 
Old Bill was ready for the list of 
names and telephone number that he 
had asked Metz to get for him, Metz 
had already pictured the possibilities 
of this new idea. He told Old Bill 
that he didn’t need to do any more, 
that he had already saved his life. 

You can’t stop Old Bill though 
when he gets started on anything. I 
guess he’s got one of those single 
track minds that Woodrow Wilson 
talks about. Old Bill just took the 
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Geo. S. Milner, general manager, Erner Electric Co., Cleveland, O., swings a 


wicked driver. 


Above he’s driving a little white pill “over the hill and a long 


way off where the woodchucks die of the whooping cough’—at Hot Springs, 


W. Va., during the Westinghouse agent-jobbers’ convention. 
forceful driving that the Erner Electric Co. has reached its present proportions. 


It is just by such 








list and went ahead canvassing them 


over the telephone. He showed Metz 
just how to approach them and how 
to keep the proper records and how 
to follow them up to make sales. There 
wasn’t a detail that he didn’t go into 
thoroughly. 

From that very call, Metz says that 
he began to prosper. His cost of doing 
business went down and his sales in- 
creased. It was not long before he was 
making more money than he ever ex- 
pected to make. He realized that he 
owed it all to Old Bill, and before he 
bought anything, he always consulted 
Old Bill and offered him the order. 
Nobody else has a look-in for the 
business. They can show that they 
have better goods than we sell, that 
they offer bigger profits, that they are 
easier to sell. It doesn’t make any dif- 
ference how much better they make 
their proposition look than ours, John 
Metz does not order any unless Old 
Bill advises him to order them. I’d 
say that Old Bill has all this business 
pretty well tied up. 


He has just helped this fellow along 
so long and so much in making a suc- 
cess of his business that he thinks he 
couldn’t run it now unless he had the 
advice of Old Bill. I don’t believe 
that Bill could sell anything any other 
way. He can’t sell the way we can. 
Put him in a new territory and it’s 
some time before he makes a showing 
but after he once gets started you 
can’t pry his customers away from him 
with a crow bar. They all stick to 
him just as John Metz does and for 
the same reason. He always finds 
some way to help them make a greater 
success of their business and he doesn’t 
just tell them how. He shows them. 





Casey at the Bat 


Yes Casey’s at the bat again but 
this time it’s John J. Casey batting 
on the sales force of H. C. Tafel 
Electric Co., Louisville, Ky. Before 
the war Mr. Casey was engaged in 
the electrical contracting and mer- 
chandising business in Louisville and 
after serving his country was in the 
retail sales department of the Labor 
Saving Appliance Co. of Louisville. 
He will be the Tafel company’s com- 
mercial ambassador in central Ken- 
tucky and Tennessee. Paul Tafel, 
president of the company, predicts 
that mighty Casey will not strike out 
this time. 
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A Good Line Sis the 


jobbers’ salesmen to tie to 


Because it represents one 
of the most complete and up-to- 
date stocks of high-grade conduit 
fittings, tools and wiring devices. 
There is an Austin specialty to 
meet every electrical construction 
need. 


Jobbers will also find Austin 


specialties: are put up in a way 
that offers them the most conve- 
nient shelf goods and assures them 
of accurate count. 


Specialize Austin and be 
assured of entire satisfaction. 
Write for our conduit fitting cata- 
log today 


THE M. B. AUSTIN COMPANY 
700 JACKSON BOUL. CHICAGO 
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When In Rome 
By T. H. Rhodes 
OT a story about the blue skies 
and sunny shores of Old Italy 
“Antonio, the Mer- 
chant,” but just a little tale about 
a beginner in the sales game who 

doped it out “all wrong.” 


or of Banana 


The chap who is the hero, or per- 
haps we should say, “victim,” in our 
story, had only recently finished at 
a tech. school and, of course, felt that 
the world in general, and the electri- 
cal part of it particularly, was his 
to conquer. 

Through certain means he became 
connected with a large jobbing con- 
cern doing business throughout the 
prosperous section of this big coun- 
try of ours and after spending a few 
weeks in the warehouse and office to 
become familiar with the firm’s mer- 
chandising policies, was given a cata- 
log and some of the other equipment 
needed in securing orders and sent 
out into a stiff territory for a tryout. 

Being somewhat of a thinker, in 
his way, he considered a plan of ac- 
tion while on the train and _ finally 
concluded — that these “hick 
town” contractors he would see were 
not so fortunate as to possess his 
bioad knowledge of the science of elec- 
tricity, he would “knock ’em cold” 
with a dazzling display of superior 
knowledge and a snappy line of chat- 
ter and walk away with “much busi- 
ness” before the poor boobs realized 
what had happened. A clever stunt, 
he thought to himself. 

So, upon reaching the first town on 


since 


his itinerary, he proceeded at once to 
the only electric shop in the burg, non- 
chalantly entered, and _ introduced 
himself with considerable dignity to 
the sole owner and manager, (Mr. 
Dealer we will call him). Then our 
hero immediately launched upon a 
snappy attack, following out his pre- 
conceived ideas hatched up on the 
train. 

A thirty-minute “barrage” failed to 
produce any large volume of orders 
and our hero was on the verge of be- 
coming discouraged when suddenly a 
wireman came into the shop from a 
nearby job to get instructions for wir- 
ing a somewhat more complicated than 
usual part of the building. A dis- 
cussion ensued and our hero, unable 
to keep out of the argument, took is- 
sue with the dealer in the problem 
and considerable serious conversation 
resulted. Finally, to settle the mat- 
ter, our hero modestly admitted that 
he, himself, was right. 

Now, Friend Dealer was nobody’s 
fool, and while he probably would 
not have recognized a “power factor” 
if he met one on the street, he had 
not been wiring houses all these years 
for nothing and he did know the Un- 
derwriters’ Code and furthermore, he 
did not particularly relish—to say the 
least—the idea of a fresh, young “col- 
lich” guy trying to put something over 
on him, so very shortly our hero found 
himself being gently, but nevertheless 
firmly, told, “We don’t need a thing 
in your line today, goodbye.” Then, 
to use a movie expression our hero 
“Fades Out.” 

A criticism justly calls for a sug- 











A close view of section of Camp Nela. 
furnished tents where the men sleep when they are in Camp. 
in the left foreground. 











Camp Nela has more than 40 completely 
Note the electric lamp 


The entire camp may be completely lighted at night. 





















George McKeever of the Geo. Mc- 
Keever Co., Columbus, O., is here seen 
qualifying to participate in the “stand- 
ing broad grin” in which we venture to 
say that he would take the mole’s hair 


tooth brush. They say that there are 
smiles that make us happy and smiles 
that make us sad. This, however, is the 
smile that makes for business. 





gestion and since we judge by com- 
parison, let us draw another picture, 
to present briefly, if we may, an idea 
of a good way to get the business. It 
is the same hick town. A cloud of 
dust appears on the horizon and pret- 
ty soon a very dusty flivver pulls up 
in front of the same shop and in walks 
“Smiling Bob” with a cheerful entreé 
which did not stop at asking Friend 
Dealer about the wife and kiddies but 
continued on through the shop with a 
hearty handshake for the workmen 
(for who knows, anyway, when they 
might go in business for themselves) 
and ended with a “Hello Henry” for 
the porter. 

Then the business of getting down 
to work and analyzing the problem 
in hand, a solution soon being reached 
between the two of them. 

Afterward, discussion about 
appliances and the best way to sell 
them, and perhaps a few suggestions 
about the correct arrangement of 
stocks and window trims; then a 
look around to see the stock and note 
shortage of any items, and finally get- 
ting out the old order book and writ- 
ing up a good big bunch of business. 

Moral: When in Rome, be a dago, 
not a dutchman. 
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¥ be. it resolved that this Committee recom- 1 
ne and plug caps as follows: x 
ped Receptacles shall have pasallelcentacts 
of contacts suitable for both parallel and tandem 
tee : Bie 
"2. Plug bases shall have parallel contacts. 
of contacts suitable for both paraliel and tandem 
caps. er a ‘ : a 
3. Caps shall have, parallel contacts. 


* * # 
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Thee ragart sadk with the hearty approval of the 
» delegates dnd was fnanimously carried. ~ 
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The Engineers of The Travelers Insurance Co. 
Endorse the “Circle T” Type of Safety Switch 


Reprinted From “The Travelers Standard” Organ 
of Their Engineering and Inspection Division 












The increasing number of accidents from ex- switch, with all its attendant hazards. In order 


posed knife-switches caused a demand for safer to do away with this condition manufacturers 






equipment, and to meet this demand electrical 









vice arranged so that the door of the enclosi 
case cannot be opened unless the switch is in t 
“off” position, and so that the switch cannot } 
losed until the door has been shut. With 


manufacturers designed and produced switches 






which afforded protection in varying degrees. 
These were called “safety switches”, but many of 










them do not measure up to the name except in a 
limited sense. One of the early designs consists parts beyond (and including) the knife-blades are 
essentially of a steel inclosing compartment or dead when the door is open. The switch-jaws on 
case, with an externally-operated handle. So the service or line side, however, are necessarily 


long as the compartment is kept locked the 
switch can be operated by the external switch 






till remains, Protection against this hazard 






handle without danger of contact with the live 
parts, and the hazard from arcing is also greatly 


diminished. In some instances the cases were 








grounded to provide protection against shock in by intentionally removing this shield, 


the event that the cases should accidentally be- With some safety switches it is possible for an 
inexperienced or careless workman to make 


wrong connections, so that the fuses will be 
alive no matter what position the switch is in. 
Some manufacturers eliminate this danger by 
arranging and marking the switches so as_ to 


come charged. The grounding of the cases, in 





such instances, afforded protection for persons 






operating the switches, but it created a veritable 






trap for the men who had to inspect or repair the 











switches, or renew the fuses. In working up a 





switch of this kind it would be difficult for a man There are other factors entering into the d 
sign of a real safety switch, such as quick mak 
and-break mechanism to minimize arcing—a 


consequently the hazard of burns:—locking 






to avoid touching the case, and in so doing, if he 













e likely to follow. An in- 



















while repair work is being done on some other 
part of the installation ;—and an easy method of 
grounding cases at voltages over 150—provided 


buld never be grounded, if it is possible for any 
e to touch live parts when the case is opened. 










is desired, a case made of wood and lined with as- 












From the foregoing, it is evident that a r 
safety switch should conform to the followi 
specifications: It should be externally operate 
there should be no opening through which a da 
® gerous arc may reach the operator; the fuses a 
switch-blades should be dead when the case do 
is open, and the other parts which are still alli 
fshould be shielded; and labels or stamped may 

should indicate y roper wiring 


bestos, or constructed of some other non-con- 
ducting material, would answer the purpose, 
while in no way increasing the hazard to the elec- 


trician or other qualified employee. 














Another objection to a switch of the type we 
have just described lies in the fact that the case 


may be opened at any time, and the apparatus 





then becomes equivalent to the old exposed knife- 
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» The Safe @ Safety Switch 


The endorsement of the “Circle T” type of Safety Switch by 
the Engineers of the Travelers Insurance Co. (which in all its 
branches of insurance is the largest in the country) will be a 
source of interest to all salesmen. 


Full details in Trumbull Cheer of September—get a copy. 





The Trumbull Electric Manufacturing Company 
Plainville, Conn. 


a Office: 40 So. Clinton St. 
2 - Philadelphia 


——SS— ee 


1 “Built up” contact jaws 2 Safety Catch —— rivet is upset—cannot 
oosen 

4 Can be locked open 5 Ample room jor running 6 Quick Break 

7 Knock outs—ends and sides wires 8 Pin with which catch oper- 
ates, 


ircle ® Safety Switches Meet All Safety Specifications 
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MAKE A BUSINESS OF WORRYING 


results, so far as possibilities of acci- 
dent are concerned, are just about the 
same as when the power of mind and 
eye are reduced through the impedi- 
ment of poor lighting. 

“To my way of thinking, selling 
calls for a lot more critical attention 
to what’s being done, when the sel- 
successful at least, than is 
necessary in doing the average job 
in mill or factory. So what must the 
effect of worry be upon the work of 
There’s no longer any 


ling’s 


the salesman? 
question regarding its physiological 
effects; it destroys tissue, changes the 
constituency of the blood, alters the 
character of the bodily secretions, im- 
pairs the powers of mind, poisons the 
system, and makes one an unfit com- 
panion for man or beast, a bad friend 
to himself. Think that I am rabid on 
this subject if you choose. I speak 
from experience, as one saved from 
the burning, so to say. There was a 
time, you know, when my habit was 
to be anything but happy. Cox, with 
his worries about the ‘sins of the Re- 
publican Party, has nothing on me 
as I used to be. 

“Yes, yes,—when it came to doing 
a neat and nifty job of worrying I 
certainly was a prize exhibit. The 
funny part of it was, though, that I 
looked upon myself as being not much 
given to worrying, and certainly never 
even suspected that the habit was 
costing me thousands of dollars in 
business, aside from doing me tremen- 
I looked upon 
myself as being normal in those re- 
spects, and it was not until I met a 
man who gave me a new understand- 
ing of myself that I realized the han- 
dicap under which I had been work- 
He held the mirror up to me 
most effectually. I do not know a 
better way, either, of helping your 
readers than by having you write 
down what I'll tell you of that ex- 
perience. 


dous injury otherwise. 


ing. 


To rid yourself of the worrying 
habit—make a business of it. 
“Now this man was not in the elec- 


trical business nor in any 
salesman, far from it, in fact—a tra- 
I met 


him while the show was wintering in 


sense a 
peze performer in a circus. 


Connecticut; had some business up 


that way and stopped off to see if I 





(Continued from page 12) 


could not sell the show some storage 
batteries of a special design that I 
knew about; did it, too, by the way. 
But the trip would have been profit- 
able to me even though I had not se- 
cured a cent’s worth of business from 
the circus, simply because of the bene- 
fit it was to me to meet that old circus 
performer and get his method for 
overcoming worry. He wasn’t an edu- 
cated man as we understand that 
word, but he had a wonderful fund of 
shrewd common sense and had devot- 
ed many hours to thinking things out 
for himself. During the several days 
that I was there closing up my deal I 
spent my spare time watching him 
work up some new stunts on the tra- 
peze and chatting with him whenever 
I had the chance. 


“During our very first talk the sub- 
ject of worry came up and he bowled 
me over completely by saying that he 
thought I was very prone to worrying 
and that it was doing me a lot of 
‘Your face shows it, lad,’ he 
said, ‘particularly your eyes—I’d 
never trust myself to doing a flying 
leap to a partner that had in his eyes 
what I can see in yours!’ 

“After a blast like that, kindly and 
all as it was delivered, I could not 
rest until I had heard more, and im- 
portuned him to talk at length and he 
did so to my entire satisfaction and 
great benefit. 


harm. 


see 


You fellows in business,’ he said, 
‘don’t need maybe to think about wor- 
ry and what it does to a man the way 
we folks in the show business do; a 
slip in your line only means the loss 
of money, but with us it’s broken 
bones—or out entirely. Honest, I’d 
rather work with a man that drinks, 
anytime, because you can guard 
against that by seeing that he’s sober 
when he ges on, or not letting him 
work when he has booze in him. And 
that’s not saying, either, that I got 
any use for a man that hits the “hard 
But when a fel- 
low worries you never can tell when 


stuff”, cause I ain’t. 


he’s liable to forget his responsibilities 
and go to worrying. One of that 
kind did it on me once and it cost me 
a broken leg, that’s what it did. You 
see, I was doing a turn with a part- 
ner a lot older than me. He was mar- 


ried to a woman with the show, that 


did a ridin’ act. She was sweet on a 
man she met somewhere or other and 
kept getting letters from him. Well, 
my partner found one of those letters 
and read it without letting on to her. 


“ “My act, you see, was to swing off 
from a pair of rings away up near the 
top and do a neat little turn on my 
way down to my partner, who was 
hanging by a knee-hold to a low 
trapeze and swinging in step with me. 
He was supposed to catch me by the 
hands; swing with me a couple of 
times, and then “cut off” his bar so 
that we'd both come down together 
and right side up in the net. It was 
a bully act and always got a big hand. 
But this time I’m tellin’ you of it went 
wrong. He got to thinking about that 
durn letter and trying to remember 
just what was in it and how it said it. 
He didn’t forget all about me in the 
air and headed his way, of course, but 
the worry bout that letter made him 
delay his grab for me so long that 
when he did try it he only managed 
to knock me off my course. I struck 
the edge of the net and busted my leg 
when I hit the ground.’ 


“Then this old circus performer 
proceeded to convince me that he was 
right in saying that I worried and 
that he wouldn’t do a turn with me, 
no matter if I had chanced to be a 
trained performer in his line, until I 
ridded myself of the worrying habit. 
My purpose wouldn’t be helped by ex- 
plaining how he managed to do that, 
but he did all right, and sold me on 
that fact completely. Best of all, per- 
haps, he fired me with the desire to 
be free of that vice. And I’ll never 
cease to be grateful to those old stor- 
age batteries that were the cause of 
my getting in touch with that circus, 
and him. Because he told me how to 
cure myself of the worrying habit, not 
only ‘told me, but convinced me that 
I or any other man who worried could 
cure himself of the habit easily, pro- 
viding he went about doing it along 
some such lines as were laid down for 
me. There must be undoubtedly, too, 
many readers of Tue Jopper’s SALEs- 
MAN who are unfitting themselves for 
business and injuring their health just 
as I was doing, by going through life 
a slave to worry. So I’m going to give 
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WHAT NATIONAL MAZDA LAMPS 
MEAN TO THE JOBBER’S SALESMAN 


IX 


a Re Kf ATIONAL MAZDA lamp business is 
conducted largely on a yearly con- 
tract basis, and once a connection is 

established it operates automatically with- 

out further solicitation during the year. 
The constantly increasing demand for 

National MAZDA lamps is an assurance to 

the jobber’s salesman of a continually grow- 

ing business. 








| NATIONAL 
_ MAZDA 














NATIONAL MAZDA lamps sell themselves 
wherever the blue carton is displayed 


NATIONAL Lame Works 


of General Electric Company 
Nela Park, Cleveland, Ohio 
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Sell IVANHOE | 


After a factory has been provided 
with all the daylight possible and the 
walls have been painted white to con- 
serve light—good working conditions 
have still not been provided for nights, 
dark days and the innumerable dark 
hours in late Fall and Winter after- 
noons; the dark corners that daylight 
cannot reach have not been taken care 
of; and a light of known intensity, con- 
trollable at will has not been obtained. 
No factory manager has a right to be 
satisfied with his working conditions un- 
til he has the most effective electrical 
lighting system possible to devise. 
IVANHOE manufactures high grade 
lighting equipment and with IVANHOE 
guidance and assistance you can deter- 
mine the requirements and cost of any 
installation. Go after industrial light- 
ing business. 


IVANHOE-REGENT WORKS 
of General Electric Company 


Cleveland, Ohio 


“Ivanhoe” Steel Reflectors, Lighting Glass- 
ware, Anderson Self-Adjusting Arms, and 
Illuminating Service. 











“Service to Lamps” 


AV/AN ADS (0) 5 


SHADES~ REFLECTORS 
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you that old circus man’s plan for 
‘giving worry the gate,’ as he ex- 
pressed it. I’m going to tell it, too, 
in as nearly my old friend’s words 
as I remember them. Here’s 
the prescription as he gave it to me.” 
The Circus Man’s Way 

““The old copy book used to say 
that things worth doing ’tall are worth 
doing well. Worry is a thing, a mighty 
big and serious thing. So accordin’ to 
the copy book, if it ain’t worth doin’ 
well it ain’t worth doin’ nohow. That's 
fair enough, ain’t it? Doin’ things in 
a half-baked way is just wastin’ 
time. | 


can 


““Now then! If I got something 
that’s big enough to trouble me I’m 
goin’ to worry about it right and 
proper or not any, ‘cause I believe 
what the old copy book says, as do 
all men that have had their eyeteeth 
out. So I begin by looking at this 
thing that’s mebbe troubling me from 
all sides, and deciding how much time 
it’s entitled to in worrying, first of all. 
Maybe I decide that five minutes will 
be enough, and then again, it may be 
something that looks as though a full 
hour wouldn’t be any too much to do 
it justice; and I always allow a little 
bit of time extra, so as to be sure and 
make a real good job of my worrying. 
Anyway, whatever time I decide is 
necessary, that’s the time I give it. 

“‘*When I’m attending to my worry- 
ing I don’t do nothin’ but worry either, 
because one thing at a time is the only 
way to do the job right and proper. 
I make a real serious business of it, 
just as I do of my act, or eatin’, or 
anything else that’s worth doing at all. 
And when I have worried as hard and 
serious as I know how for the full time 
and a little bit more for good measure, 
then I call it a good job and go on to 
other things with a free mind. You see, 
the beauty of my system is that when 
you get your worrying down to a prac- 
tical basis like that you can look after 
it just like you do a job of mending, 
or gettin’ your hair cut, or writin’ a 
letter—you wait for a likely time, 
when you're free of other things and 
not liable to be interrupted. 

“Just because you happen to put 
a job of worrying off until the time is 
ripe for doing it justice ain’t saying 
nothin’ ’gainst the rights of that 


trouble to get itself worried about, it’s 
just that things have got to take their 
turn, and other things come in ahead 
Only I do suspect 


of it, that’s all. 





there’s some really big pieces of 
worrying that I’ve been putting off 
for a long time that may never get 
themselves done. As I have it figured 
out I’ll have to worry anywhere from 
a week to a month over each one to do 
it justice, and right now I can’t seem 
to find time to do those jobs right. 
There positively ain’t room for Old 
Man Worry and me on the trapeze to- 
gether at any time, and when I’m 
restin’, or playin’, or eatin’, or having 
a good time some other way I can’t do 
those jobs of worrying full justice. 
So I guess there’s some of those big 
jobs of worrying that'll still be un- 
done when I “shill” through the Pear- 
ly Gates. 


““Take my tip, lad, and if you’re 
going to keep on worrying, pattern 
after me and learn to worry in a work- 
manlike way.’ 


“Practicing those things has made 
a different man of me; I’m a ‘bug’ on 
swatting Old Man Worry every time 
he sticks his head up. It’s because of 
that, I suppose, that my friends call 
me ‘Happy.’ And if your readers will 
give the cid circus man’s plan a fair 
test I’m sure they will be benefited a 
lot more than by anything that I 
might say regarding ways to sell 
goods. 


“The past is gone beyond recall and 
all the worrying you can do will not 
bring back a second of it. The future 
is not here yet and therefore cannot 
harm you. The present moment only 
is yours and—well, if not in pain or in 
jail, why worry!” 





Tennessee Dealers Meet 


The ninth annual meeting of the 
Tennessee Association of Electrical 
Contractors and Dealers was held at 
the Tulane hotel, Nashville, Tenn., on 
Saturday, Sept. 4, 1920. Various 
prominent men in the several branches 
of the industry addressed the gather- 
ing on topics pertinent to the conduct 
of a retail electrical merchandising 
business. W. R. Herstein, vice-presi- 
dent of the Electric Supply Co., 
Memphis, Tenn., was among those 
speakers representing the jobbing 
branch. At the dinner in the evening, 
under the auspices of the Nashville 
Electric League, a goodly number of 
contractor-dealers listened to some 
interesting suggestions on “Harmon- 
izing the Industry.” 

















G. W. (Doc) Allison, manager of the 
Everlite department, St. Paul Electric 
Co., St. Paul, Minn., wonders why windy 
corners have the same fascination for 
men that a row of trees has for a dog. 
If you'll stand at the foot of the 
Majestic building in Detroit some windy 
day, Doc, you'll find the answer to your 


query. 





Protect Orchards By Fans 


Because frosts do the most damage 
while the air is calm, a Paris scient- 
ist has advanced the theory that vr- 
chards and vineyards can be protected 
by electric fans to keep the atmos- 
phere moving. 





Study American Methods 


Among recent steamship arrivals in 
the United States were 30 men from 
England and the continent whose mis- 
sion was the study of American busi- 
ness methods. In the party were two 
electrical men from the International 
Western Electric Co., H. A. Disnoy of 
the London house and Monsieur Fran- 
cois Trives from Paris. Mr. Disnoy 
is interested in merchandising meth- 
ods and has been making a study of 
the stock system at the Chicago office 
of the Western Electric Co. as well 
as in other firms. He was a lieuten- 
ant-colonel in the Royal Flying Corps 
during the war. Monsieur Trives, an 
engineer, spent his time at _ the 
Western Electric Co.’s Hawthorne 
plant in Chicago. He was a major in 
the French artillery. 
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The AB Receptacle 
Shown Keyless Above 


May be changed to 
LAMP LOCKING 





or 
PULL CHAIN 





Without Change 
in Wiring— 
One Screw Does It 
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Good Selling Features 
Convenience and Simplicity— 
in using ABolites 


Easy and convenient to use—the AP receptacle is in two parts 
—a metal and porcelain adapter with the lower portion or lamp 
holder. 


In the adapter all permanent wire connections are made, which 
is attached to the lamp holder by one screw only—making pos- 
sible a simple change to lock socket or pull-chain types. 


The lamp holder portion is of standard design and can be changed 
or replaced from a local dealer’s stock in keyless, Sure Lock, or 
pull-chain types, without the delay and inconvenience of cor- 
respondence. 


Standard design receptacle—one screw—simple wiring—A Bolites 
—convenience. 


Manufacturers of 


ABOLITE REFLECTORS—Four types of reflectors; RLM, Shal- 
low Dome, Deep Bowl and Angle Bowl—furnished interchangeable 
with three types of holders and three additional types of one- 
piece neck construction—for Industrial Plants, Sign Illumination, 
Show Windows, Roadways, Sidewalks, Yardways, Garages, etc. 

Small Motors—Gyrofans 


ADAMS-BAGNALL ELECTRIC CO. 
CLEVELAND 


Branch offices and distributors in all principal cities 
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Push This Christmas Leader 


People have become more fastidi- 
ous in their tastes. They want, 
more than ever, the appear- 
" ance of beauty and comfort 
\ in their homes. Artistic- 
ally designed Colonial 
Lamps supply these 
things. 






“An 

—e ART METAL 
Line 

= LAMPS 
Sells 

Readily” Colonial Lamps in polychrome fin- 


ishes make ideal Christmas gifts. 





a They require no salesmanship after 

Trade once being displayed in your deal- 

‘Colonial Lamp” ers’ windows. So stock up your trade. 
Mark We can make immediate shipment. 


Get our prices. 
Write for the “Colonial” catalog. 


COLONIAL ART GLASS CO. 


LEON J. RAINAND, President 
MERIDEN, CONN. 


Direct Factory Representative 
Casey Sheldon Foster 


Fifth Ave. Bldg., 165 High St., 
New York City Boston 


Portland, Ore. 

















BIG PROFITS QUICK SALES 


That's what you can expect if you push 


" GALES COMMUTATOR COMPOUND 
Known and used all over the world. 


Recognized for over 30 years as the best commutator com- 


pound. 





 comiisvok ODD 


‘D/RECTIONS FOR USE' 

Gale’s Commutator Compound puts that high gloss on commutators 
that is so much desired. Does not gum the brushes. Prevents sparking 
and cutting and increases the life of the machine—and saves cuss 
words. 

When you get behind an article having the age, prestige and merit 
of an article like GALE’S, selling becomes a snap. 

If you are not familiar with GALE’S let us send you free samples. 
Your customers will appreciate putting them next to this wonderful 
article. You and your house will add to your profits. 


Let’s go. 


K. McLennan & Company 


1751-59 West 35th Street, Chicago 


Sole 
Mnfrs. 




















“Headwork” 
(Continued from page 6) 


spring building boom during the bliz- 
zards this winter, framing up their 
fall lighting campaigns about the time 
the ice goes out of the river. 

Planning thus into the future and 
estimating what you can do, and how 
you will do it, you become, by an al- 
most imperceptible step, a brain-cell 
that helps the Old Man think. For if 
you know that eleven dealers in your 
territory are going to put on spring 
housecleaning campaigns in April, and 
that they will buy and sell an average 
of 165 vacuum cleaners each, you can 
set your own quota for the season on 
this item instead of putting that par- 
ticular problem up to the boss. 

That’s only an instance. As your 
brain becomes inured to thinking you 
will automatically peer an inch or two 
beyond your nose in some other direc- 
tion. You will learn why electric 
vibrators don’t sell more rapidly; you 
will dope out and try a few stunts to 
stimulate such sales; then you will go 
to the boss and suggest that he buy a 
coupla carloads for a flock of crazed 
dealers who believe in your scheme. 
The scheme, to the amazement of your 
toss, your dealers and yourself, will 
work, and—presto!—you enter upon 
a new and delectable existence. For 
you hear the boss say— 

“Why, that feller has brains! He 
knows how to think!” 





Hydroelectric Project. 


The utilization of waste water pow- 
er at the Falls of the Ohio, Louis- 
ville, Ky., has been recommended in 
an official report to General Lansing 
H. Beach, Chief of Engineers, U. S. 
A. Hitherto it has been thought that 
the low stage of these rapids for two 
months of the year, necessitating a 
supplementary steam plant, rendered 
their development uneconomical; but 
the increased price of coal has oper- 
ated to change this opinion. It is re- 
ported that 100,000 hp. could be de- 
veloped with an outlay of $9,500,000, 
and that from 20,000 hp. to 50,000 
hp. could be produced very cheaply. 
It is also contended that by the con- 
struction of a canal connecting the 
two branches of the U-shaped river 
and affording a 24-ft. drop in a dis- 
tance of two or three miles the diffi- 
culty caused by the varying stages of 
the stream would be eliminated. 
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The A B cq Electric Laundress does both. 


Rapidly it alternates these good methods. 
And so it combines their advantages. 
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Selling One Line vs. Many 


Te ROUGH fear of losing sales, a great many dealers 
have felt it necessary to display washing machines of 
different makes and principles...cylinder, vacuum, oscil- 
lating,etc. Each type has its adherants among housewives, 
to a greater or less extent, according to the locality. 


This scattering of effort or ‘‘straddling the fence’’ has numerous disad- 
vantages, the principal one being that it takes all the “‘punch’’ out of 
the selling argument. The dealer who has machines in stock of more 
than one type, must ‘‘soft pedal’’ in favor of either. Such dealers seldom 
acquire any particular local prominence in the sale of electric washers. 


The advantages of concentrating on one leading Nationally-advertised 
line are obvious. In addition to a larger profit per sale as a result of 
quantity discounts, a dealer who thus identifies his store with a leading 
successful line gains the confidence of prospective purchasers by his 
convictions, and generally makes more real progress....and profits. 


cA-B-C The Only Complete Line 


The A-B-C Electric Laundress ends all discussion regarding 
the relative merits of the two leading principles of clothes washing. It 
contains both....7# is both. The advocates of either the cylinder or 
the oscillating washer, find in the A-B-C every advantage of their 
favorite type....and so the A-B-C dealer is enabled to concentrate all 
his energies on the one line, with 100% results. 


We are also makers of the A-B-C Alco Electric underneath- 
drive dolly-type washer —both single and double tub. Generally recog- 
nized as the leader in its class, it fills a wide demand for a lower-priced, 
ethcient washing machine. 


There’s an A-B-C Distributor near you who will gladly 
explain the advantages of the A-B-C Agency in detail 


Altorter Bros. Company 


PEORIA—NEW YORK CITY 


(Executive Offices, Peoria, Illinois ) 
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MAKING LIGHTING A LEADER 


trade how to sell and how to install 
better illumination. 

The poorly lighted factory or store 
can easily be sold on better illumina- 
tion where your  contractor-dealer 
can’t pry another single dollar from 
them just on the basis of more lamps 
or more fixtures or more wire. These 
people are all good prospects for the 
lighting contractor who knows illu- 
mination and how to sell it. On the 
other hand the contractor who has 
nothing but a stock of lighting equip- 
ment and a working knowledge of the 
Wiring Code, will starve to death in 
the same territory and, by all that’s 
holy, you'll starve with him unless 
you can provide manna in the wilder- 
ness in the form of up-to-date sales 
and installation advice. 

The contractor-dealer looks to you 
for this assistance and he has every 
right to do so. Otherwise he might 
just as well buy all his supplies from 
a mail-order house. 


The Knowledge That Counts 

If you want to get right down to 
cases and look yourself over, so to 
speak, suppose you just put the fol- 
lowing questions to yourself: 

1. Do I know the difference be- 
tween good and bad lighting? Can 
[ go into a store or a factory or a 
home and say, “this is good lighting” 
—‘that is bad lighting’ and give 
sound reasons to back my judgment? 

2. Do I know how to sell better 
lighting to a factory; what individ- 
ual in the plant to talk to; what 
arguments will most likely influence 
him? Have I in my head the facts 
and figures on what lighting will do 
for him? Have I ever done it? 

3. Do I know how to sell better 
illumination to a store? Can I show 
the merchant ways in which better 
lighting will add to his profit? Have 
I ever done it? 

4. Am I familiar with all the 
available lighting sales helps and how 
to use them? Am I equipped—have 
[ a foot-candle meter, photographs of 
installations, cost figures, results of 
actual tests? 

5. Do I believe that better light- 
ing is profitable to the factory and 
store or am I merely trying to sell 
something? 

6. If called upon to lay out an 
actual installation, specifying illumi- 


(Continued from page 11) 


nation intensities, sizes of lamps and 
reflectors, spacing, mounting, height 
etc., could I do a good job? Do I 
know what kind of lighting will give 
any user the greatest return for his 
money ? 

7. DoI want to know the subject 
earnestly enough to sit up nights to 
study it and to go out of my way 
day-times to get experience? 

8. If I am well versed on illu- 
mination, and how to sell it, am I get- 
ting this information across to my 
trade? Can I pick out any contract- 
or-dealer and honestly say that he is 
a better lighting salesman, that he 
knows more about how to provide good 
illumination, or that he has increased 
his lighting business as a result of 
what he has learned from me? 

9. Is all my trade retailing illu- 
mination in the right way? Have I 
gone the limit in helping my retailers 
to help the public towards better 
light ? 














Storchy was snapped in the act of 
shying a piece of Irish confetti at the 
associate editor of The Jobber’s Sales- 
man for wanting to put his picture in 
the rogue’s gallery, as he put it. All 
right Storch, old boy, we give you No. 
94,3891. Storchy’s Sunday name _ is 
C. M. Storch and (when he works) is 
salesman at the Dayton branch of the 
Post-Glover Electric Co. I can still see 
those legs taking you down the street 
to your appointment, Storchy! 





10. Have my own sales of lighting 
equipment increased as my knowledge 
of better lighting and of better ways 
of selling lighting has developed? Do 
my sales bear out my conclusions as 
to whether I am doing a good job of 
promoting better illumination? 

Thus you have a little self cate- 
chism that will pretty nearly tell you 
where you stand. When you get to 
question 10 you'll know that if your 
sales haven’t increased consistently 
that you are kidding yourself if you 
think you are entitled to an “Excel- 
ent’ on the previous questions. 

However, if your sales have grown 
rapidly, it’s no sure sign that you can 
go to the head of the class on the 
first nine questions. Maybe you were 
just plumb lucky in having fertile 
territory or extra live retailers. 

The Acid Test for Good and Bad 
Lighting 

The first requirement of good light 
is enough light. You can’t obtain good 
illumination without sufficient light 
any more than you can build a brick 
house without sufficient bricks. 

There’s only one way to determine 
whether there’s enough light—meas- 
ure the illumination intensity with a 
foot-candle meter and compare the re- 
sults with the published tables show- 
ing the proper intensity for any occu- 
pation or location. These tables may 
be relied upon as they have been com- 
piled from the experience of the best 
illuminating talent in the country. 

The next test for good lighting is 
distribution. You judge a road to be 
good or bad by the absence or pres- 
ence of bumps. For any given room 
or bay in a store or factory you can- 
not go far wrong in judging the dis- 
tribution from the general overhead 
lighting installation by determining 
how evenly it is spread over the floor 
or working plane. If it is “smooth” 
the distribution is good, if it is 
“bumpy” the distribution is faulty. 
By “bumpy” is meant spotty illumi- 
nation—bright spots and adjoining 
dark areas. Black shadows are sure 
indications of poor light distribution. 
The remedy for uneven light distribu- 
tion lies in the proper selection of 
lamps and reflecting and diffusing 
equipment together with even spacing 
and mounting height. Sometimes it is 
necessary to provide local illumination 
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Completeness 


Ir any two things typify the “H & H” 


line they are its completeness and its 


quality. 


There always has been, is and always will 


be a lot of business that demands quality 
and it is to this class that “H & H” 
Switches and “Paiste” Wiring Materials 


appeal. Yet the protection afforded by 


these trade names costs nothing. 


THE HART Gs HEGEMANMFGLS, 


Hartford, Conn. U.S. A. 





“PAISTE”™ 





Wiring Materials 


PAISTE 
ite 
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for a particular machine or for other 
need, and occasionally even the gen- 
eral illumination may be intensified at 
certain points in the room to meet 


especial requirements. 

While the trained eye may easily 
detect faulty light distribution, the 
foot-candle meter unerringly tells the 





With 


A GOOD INITIAL JOB OF LIGHTING, 
facts where the eye alone may be 
deceived. 

The third and last test for good 
lighting is glare, or rather its absence 
—the less glare, the better the light- 
ing. 

The lighting industry 
many years on the problem of de- 


has spent 
signing equipment that will produce 
high intensity illumination without un- 
due glare. The job has been so well 
done that it is only a question nowa- 
days of choosing the proper equip- 
ment and using it correctly to elim- 
inate glare as far as practical pur- 
poses are concerned. 

In the old days the lighting man 
made his lay-out, chose his lighting 
units and then offered up silent prayer 
that the resulting glare would not 
Now, thanks to the 
good work that the illumination pro- 


be too awful. 
fession has done in the re-design of 
lighting the 
old glare bug-aboo beat before you 


equipment, you have 
start on a lighting problem. 


This situation offers another handy, 
quick and ready test for good light- 


ing. Inasmuch as most of the modern 
highly efficient lighting equipment 


has been on the market only during 
the past five years you will be right 
in nine cases out of ten in saying that 
the store or factory lighting installa- 
tion which has not been remodeled 
within the last five years is ready for 


the undertaker. 





YoU 


Lighting Costs 

The last thing in the world with 
which to start a lighting sales talk is 
the subject of cost. 

Manufacturers and merchants have 
had the wrong slant on lighting for 
sO many years—considering it only as 
a necessary expense to be pared to 
the limit—that you are sure to en- 





PAVE THE WAY FOR FUTURE BUSINESS. 
danger your chances of really selling 
their 


By 
selling them first on the value of bet- 


good illumination if you let 


minds slip into the old groove. 


ter illumination, you can entirely wipe 
out that old mental rut that leads to 
cheap illumination. After you have 
implanted the idea of good illumina- 
tion as the first essential, then you 
have nothing to fear from a frank dis- 
cussion of costs. 

Following is a practical example of 
the cost of lighting a factory, showing 
the logical arrangement of the various 
cost items. In this example you will 
note that the cost for current is taken 
at six cents per kw-hr., a_ higher 
rate than most stores or factories are 
required to pay. On the other hand 
the cost of factory labor is taken 2! 
$25 per week, which is below the 
present average price for factory la- 
bor. Even under these circumstances, 
which are adverse to the most favor- 
able comparison of lighting costs as 
against labor expense, it is found that 
illumination will cost but 1.42 per cent 
of the pay roll. 

Relation of Lighting Cost to Pay-roll 
in Typical Plant of 10,000 Square 
Feet Lighted to 12 Foot-candles 

Initial cost of installation: 
100 Outlets at $10 
outlet, including labor, 


per 


1,000.00 


conduit, wire, etc...... $ 
100 RLM Reflectors and 

Holders at approximate- 

ly $8........ 


300.00 


100 200-watt Mazda C 
Bowl Enameled Lamps, 


$2.30 less 17% 190.90 


Total installation cost.$ 1,490.90 


ANNUAL OPERATING COST 
Fixed charges: 
Interest and insurance at 
eS 147.21 
Depreciation on wiring at 
eta ee 100.00 
Depreciation on reflector 
equipment at 12144%.... 37.50 
Total ..... me Pena ee $ 284.71 
Maintenance charges: 
Lamp renewals........ $ 190.90 
Cleaning of units at $1 
each per year... 100.00 


ee $ 


290.90 


Current at $0.06 per 


kw-hr. ars” ....8 1,200.00 


a 
Total annual operating 
Cone... imme Iara 
Cost of labor: 
100 men for 50 weeks at 
$25 per week.......... ...-.-$ 125,000.00 
The ratio of annual lighting cost to 
the pay-roll is the ratio of $1,775.61 
to $125,000.00, or 1.42 per cent. 
Keeping the Illumination up to 
Mark 


As a part of the job of selling 
illumination it is necessary to impress 
on the buyer the need for taking 
proper care of the installation. 

The lighting installation really re- 
little atten- 
tion that it is quite customary to give 
it none at all. Yet the factory ex- 
a plant would have 
a duck fit if his machinery was not 
properly lubricated, inspected, read- 
justed and repaired. 

The greatest enemy of continuous 
good illumination is dirt. A highly 
efficient lighting system may become 
decidedly 


quires so maintenance 


ecutive in such 


inefficient in a month’s 
time if it happens to be in a location 
where dust settles thickly upon it. 
Hence the need of more or less fre- 
quent and 


lamps and reflectors in any factory, 


periodical cleaning of 


store or office. Together with this 
should be an inspection schedule for 
replacing burned out lamps and dam- 


The 


have 


aged up-to-date 
plant foot 
candle meter in regular use to spot 


equipment. 
will, further, its 


any illumination ills. 














1% THE JOBBER’ s fA] SALESMAN 








ESROBERTI 





Let the Craftsman Help You 
Sell ESROBERT LAMPS 


They are made exceptionally well—that’s a 
talking point of real value. If you salesmen 
who sell ESROBERT Lamps could meet 
the craftsmen who make them and then 
hear how well they are made you would be 
convinced of their worth. 


You can feel confident there will be no come- 
back. Stock will always come up to sam- 
ple because each piece of work is carefully 
inspected before shipment. 


ESROBERT Lamps are packed in cartons 
and are selected from samples. No delay 
is experienced in serving customers because 
the cartons need no additional wrapping. 


Send for a copy of our new catalog 
which describes our complete line 
of lamps. 


S.Robert Schwartz & Bro. 


ELECTRICAL SPECIALTIES 
129-731 Broadway New YorK City 





Why Not Radio Gifts? 
(Continued from page 12) 


are on the market today that are as 
simple to install and operate as the 
wired phone. This will greatly ap- 
peal to those who are interested in 
radio and yet do not desire to learn 
the continental code used in teleg- 
raphy. 

Looking at it from another stand- 
point, is there any other line of elec- 
trical devices or apparatus now being 
sold which is as widely covered by 
exclusive periodicals? Positively not! 
There are at the present time seven 
magazines with a combined circula- 
tion of approximately a million, which 
are devoted entirely to radio, and there 
are again as many having a separate 
department in their columns. 

Radio apparatus from the selling 
standpoint is by no means a “small 
time” business. The average complete 
installation costs anywhere from $100 
to $10,000 and the amount of money 
expended and being spent can be ap- 
preciated by referring to the latest 
government report, which indicates 
that there are 800,000 amateur radio- 
men in the United States, while it is 
further predicted that there will be 
over 1,000,000 by the first of next 
year. This number does not include 
the thousands of radio users in com- 
mercial enterprises. 


The apparatus is continually chang- 
ing and there is always a great de- 
mand for new instruments. As a matter 
of fact there has been in the last two 
years a complete change in the type 
»f instruments used for receiving work 
ind there are going to be many new 
developments as experimenting goes 
on. I can sight cases of amateur in- 
stallations, now in use, the values of 
which range from $15,000 to $20,000. 
Furthermore, there are probably 50 
large manufacturing plants devoted 
almost entirely to the production of 
radio apparatus. 


Now, why then cannot jobbers and 
dealers see the field that is open to 
them? The East, referring principally 
to New York City, has come to ap- 
preciate the possibilities but almost 
every other town and city is without 
a single jobber handling the radio line. 
Take, for instance, Chicago. There 
‘'s only one radio jobber and retail 
dealer in this immense city which has 
thousands of radio stations, amateur 
ind commercial. This lone jobber is 
most certainly ‘cleaning up” and he 











THE soBBER’s [A] SALESMAN 














Real Christmas Sellers 


Here, Mr. Jobber’s Salesman, are two natural specialties—the kind you 
can recommend to every dealer on your list and know that they will 
surely sell big. Talk them up now. Now’s the time to make things hum 
for holiday specialty business. 


Anylite Electric Dimmer 
Sells to Dealers --- Why? 


Regulates a small fan; can be used to develop 
pictures; gives any degree of light; is indispen- 
sable in the bedroom, sickroom or nursey; be- 
sides being a great convenience in the bathroom, 
hallways, or wherever a low light is required. 





Every customer is a prospect for ANYLITE. 


You tell ’em Anylite 
You can dim her 


Anylite Extension Socket 


A natural seller with every appliance sala) Everyone 
who buys an iron, toaster, vacuum cleaner, or any other 
appliance, wants this handy little specialty, because it 
makes it easy to connect the appliance without removing 
the shade, and at the same time it eliminates all danger 
from shocks. ALWAYS HANDY and saves itself in con- 
venience. It does not take a minute to sell an EXTEN- 
SION SOCKET to a customer purchasing an electric ap- 
pliance. 


See that your dealers are supplied with ANYLITES. 


ANYLITE ELECTRIC COMPANY 


Fort Wayne : : : : : : Indiana 



























































up “shopping” trade. 


customer for OAKITE. 
electrical dealer for it 
store or the grocery. 


a grill, a carton of lamps. 


Y) class of business. 


Now, we realize OAK- 
ITE isn’t much of an 
item, considered alone. 
But when you consider 
that it speeds and facili- 
tates the sale of washing 
machines and dishwash- 
ers, that it cuts your 
dealers’ selling and serv- 
icing costs on those big- 
profit items, and that it 
brings customers back to 
your dealers’ stores week 
after week—when you fig- 
ure these collateral profits 


that OAKITE pays you 


























OAKITE is that sort of article. 1 
buys a washing machine or a dishwasher is a steady 
She must go back to the 
~she can’t buy it at the drug 
And every time she goes back 
she sees something else she wants—an iron, a perco- 
lator, a hair curler, a twin socket, a 70-50, a toaster, 


Jobbers sell the dealers all these items. 
a sale every time the dealer does 
very much to your interest to help dealers build up this 


A Mollified Kicker Is a 
Satisfied Customer 
When the electrical dealer sells something that 


people use up, and when they go back time after time 
for that “something” the dealer has a chance to build 


Every woman who 


You make 
and no oftener. It’s 


and your dealers, it’s 
very much worth while 
for you to not only handle 
it, but push it. 


especially when you re- 
member that OAKITE is 
a standard package item, 
in-again-out-again with- 
out any weighing, meas- 
uring, counting or repack- 


ing. 


Ask your. salesmen 
what the trade says about 
OAKITE. Their report 
will open your eyes to an 
opportunity. 


OAKLEY CHEMICAL COMPANY 


52 THAMES STREET 


NEW YORK 
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will continue to do so unless some of 
the others get in on the game. 

There is plenty of room for all job- 
bers in every town. Unless the jobbers 
do begin to embrace their opportuni- 
ties, the mail order houses will con- 
tinue to get all the profits that the 
jobber rightfully should be enjoying. 
I have no definite figures on the mail 
order business, but an investigation 
of that done by the Sears-Roebuck 
Co., as an example, will prove amaz- 
ing, to say the least. 

The dealer and jobber can put the 
apparatus right in with his other lines 
or else form a separate department. 
The latter is much more preferable, as 
the scope of the line is so large that 
it will demand exclusive attention. It 
is quite important to secure as a depart- 
mental manager a person with at least 
a fair knowledge of radio apparatus 
in general. The services of such a 
party is not at all hard to obtain as 
there always can be found some one 
quite capable of the work in any vicini- 
tv. This party will be familiar with 
the best manufacturers, and arrange- 
ments can be made to stock such ap- 
paratus as is most in demand. 

Complete sets as well as parts should 
always be on hand, for it should be 
remembered that service is an impor- 
tant factor in radio sales. I do not 
‘now of any case where it has been 
tried out, but if it is at all possible, 
I would suggest that the radio sales- 
man go out into the field and do a 
little missionary work which un- 
doubtedly would prove _ beneficial. 
Another valuable thing is to get into 
close connection with the local radio 
clubs as they are the life of both the 
and commercial work, and 
much valuable information and sales 
help can be obtained from them. 


amateur 


An example of this is shown in Chi- 
cago, which has seven radio clubs, the 
most important of which are the 
Ravenswood Radio Association and the 
South Side Radio Club. The mem- 
berships of the clubs total about 500 
and the average value of each man’s 
apparatus can be safely put at $200, 
although in some cases it runs into the 
thousands. It would be well for the 
jobber to organize and assist such 
clubs all they possibly can, for they 
will be rewarded many fold from the 
sales derived therefrom. 

Though there is an invariable de- 
mand for radio apparatus, right now 
is the opportune time to start, when 
radio amateurs are hoping for radio 
apparatus Christmas gifts. 
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Your Dealer Can Sell at Least One 
with Every Appliance 


Mr. Salesman: 

Here’s a money-making thought—a real merchandising idea to pass on to 
your dealers and you are sure to make yourself solid with them by doing so. 

Every sale of a lamp, or an iron, or a toaster, or a cleaner makes a natural 
opening for a Twin-Lite sale. You see it, don’t your Twin service from 
a single socket. 

Remember that Holiday time is the big season for appliances—and for 
Hemco Twin-Lites, for they go together. Just get this big act across to 
vour dealers and you have assured yourself a nice, steady business. 


HEMCO 
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Twin Service from a Single Socket 
GEORGE RICHARDS & CO. 


555 WEST MONROE ST,., CHICAGO, ILLINOIS 


Pacific Coast Agent: GEO. A. GRAY COMPANY 589 Mission Street, San Francisco 
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Perfection—not of product 
alone but of service by the 
plant behind the product is 
what the makers of Rome 
Wire have always aimed for. 
Prompt delivery, reasonable 
price, standardized product 
and lasting quality, the result 
of unexcelled workmanship 
by man and machine and the 
time-strengthened interest of 
the Rome organization to give 
the best in every way. 


High grade materials and 
the ingenious Rome-built ma- 
chines operated by workmen 
of great skill, gradually build 
up the reputation of Rome 
Wires. They gather quality 
in the making. 


The trade mark is a symbol 
of efficient electrical con- 
ductors. 


ROME WIRE CO. 
ROME, N. Y. 


DIAMGND BRANCH: 
BUFFALO, N. Y. 












Via the Jobber’s Salesman 
(Continued from page 8) 


pers are apt to knock them over. Nar 

row, crowded aisles are an abomina 
tion and your average shopper prefers 
to patronize the stores where buying 
is made more comfortable. And it is a 
known fact that women shoppers ac 

/companied by small children frequent 

ly are made so nervous by the possi 

bility of the youngsters damaging mer 

chandise placed in an exposed position, 
that they depart without having made, 
or completed, their purchases. 

That is only a little thing in itself, 
but it assumes serious proportions at 
Christmas time, when shops are filled 
vith merchandise and crowded with 
shoppers. Keep a lookout for that 
shortcoming and counsel dealers to 
correct it wherever it exists. 





Frequently, too, you'll find dealers 
who seem to have a very poorly de- 
‘eloped sense of how to arrange their 
windows and stock to the best advan 
tage. If they get and make use of the 
cut-outs that the Society has prepared 
there'll be no question but that their 
windows will look as they should. The 
arrangement of the stock in the store, 
though, is another matter; and while 
the Society keeps pounding away on 
the need for improvement and sup 
plies the necessary “how-to's,” there 
is much that you can do, being on the 
ground. Naturally, of course, you 
cannot urge every dealer you meet, 
whose store and stock are not arranged 
is they should be, to spend a lot of 
money for improvements, but you can 
and should do this: Wherever you see 
stock that is poorly arranged you can 
suggest a better way to arrange it; 
wherever you see stock that is dusty or 
needs polishing you can counsel the 
dealer to clean up and do so periodical 
|ly, thereafter; where windows and 
_ painted wood need washing and lamps 
| and reflectors require cleaning you can 
| point out the advantage it will be to 
| the dealer to have those things done; 
| and when some slight expenditure of 
| money will work obvious improvement 
in the appearance of the store you can 

| advocate spending that sum. 








In your travels about from store 
|to store you have seen many un- 
_doubtedly that were well arranged and 
| kept up; and you have only to draw 
| upon your memory of those stores that 
| impressed you favorably in order to 

have sound reasons for the sugges- 






tions you make to the less progressive 
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Salesmen for electrical and hardware ss 

jobbers will be interested in this glimpse a 
at the way we are insuring a big Hot- 
point holiday demand. The November and December Ladies’ Home Journal and the 
November 27th Saturday Evening Post each carries a big colored gift page as shown 
above. 


This advertising means big consumer demand—big dealer sales—big orders for the jobber’s salesma) 


EDISON ELECTRIC APPLIANCE CO., Inc. 
CHICAGO 


New York Ontario, California Atlanta 
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When You Call on a Firm 
to Sell--- | 





—you know that these fuses have met, successfully, 
their individual insurance requirements 


National Renewable Fuses 
are approved by: 


Associated Factory Mutual Fire Insurance Companies 
Hydro Electric Power Commission of Ontario, Canada 
Millers’ Mutual Fire Insurance Companies 

Western Factory Insurance Association 

Underwriters’ Laboratories, Inc. 

Mutual Fire Prevention Bureau 

Factory Insurance Association 


Remember These Features: 


Simple in construction—they have fewer parts than the ordinary 
fuse. 

Economical—powder-packed renewable cartridge smothers and con- 
fines the fierce heat of the arc when the fuse blows, preventing the 
holder from charring and burning, thus prolonging the life of the fibre 
holder. 

Absolutely safe—the element is sealed in powder-packed cartridge, 
eliminating any possibility of overloading the fuse, of flames bursting 
from the fuse and injuring property, etc. 

Rating always in plain view when fuse is installed—exact rating is 
stamped on the metal tell-tale indicator. 

There are other distinctive and patented features to the National Re- 
newable Fuse—let us explain them in detail. 


Our co-operative advertising and selling plan helps to make the Na- 
tional the easiest renewable fuse on the market to sell. Write for com- 
plete information and prices today. 


Federal Electric Company 
National Renewable Fuse Division 


8700 South State Street, Chicago, Il. 


627-649 West 43rd Street 
NEW YORK, N. Y. 


91 New Montgomery Street 
SAN FRANCISCO, CALIF. 


Branches and Distributors in all large cities 
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'dealers. And dealers will take such 
suggestions from you very readily, be- 
cause they know that your familiarity 
with the appearance of many stores 
equips you to speak with authority. 

Here is where you can get in some 
telling work and it’s right in your line. 
Probably, too, there is not one store 
that you visit where there will not be 
found something about the way cus- 
tomers are handled that can be criti- 
cised constructively. Be sure, though, 
to make your criticism constructive; 
merely to point out the flaws in the 
dealer’s present way of doing this or 
that, without telling him how to better 
that condition will avail little. 

Contrive if possible to observe the 
actual manner in which appliances are 
demonstrated and sold to customers 
and then base your recommendations 
upon the things that you actually saw 
occur. 





The House Spirit 
By Frank Driscoll 


The proper house spirit extends 
courtesy to the discourteous—it re- 
fuses to permit a visitor to be stulti- 
fied by his rival who seeks an inter- 
view on the phone during his call. 

Much discourtesy is shown sales- 
men who, after being received by the 
buyer, are then interrupted and stulti- 
fied by competitors or rivals who call 
the buyer on the telephone during 
their interview. 

A salesman is justified in expecting 
courtesy even in a telephone conver- 
sation while he is interviewing the 
buyer. 

It treats a telephone call in the 
light of a personal call, or an intru- 
sion, and not as a preferred message. 

It does not permit our salesmen to 
listen or eavesdrop when his competi- 
tor is giving a sales-talk. 

It seeks a like courtesy from our 
competitor's salesmen when our rep- 
resentative has the floor. 

It requires our representative to 
exhibit tact and a thorough knowledge 
of the common rules of order, 
etiquette and civility, which mark the 
gentleman of intelligence and experi- 
ence, 





Ir A MAN goes out with his stenog- 
rapher, he’s apt to be put out by his 
| wife. 





Sin is of little importance until it 
| becomes public, then it’s scandal. 
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P & S 830 with 
i Phoenix Shade 


i ii im: 


a 


A clean shave in the morning 


To the well groomed man, the properly lighted mirror in his 
bath room is a necessity. He demands an abundance of 
Light along with hot water and a keen razor for his morn- 
ing shave. 





AN 





SOE He looks to the Electrician for the lighting fixtures—and 
2); the Electrician looks to you for P & S 830 to please the 
Z| man who wants a clean shave in the morning. 
| The snappy appearance of P & S Porcelain fitted with 
= Nickled Chain is pleasing and is a perfect match for the 
=| modern bath room appointments. 

A Think of P & S 830 at each side of the mirror. 

= It’s a new device 

= and you'll find a lot of good dope on page 74 of catalog num- 
=| ber 25 as to the easy loop-wiring, the size of outlet boxes 

Ti and sales suggestions. 
= 
= Take a look at P & S 830 the next time you are in—or lei us shoot you 
| a sample to study. 
| Pass & SEYMOUR INc. 
| MANUFACTURERS 
=: 


STANDARD 6 ELECTRIC 
WIRING DEVICES 


Sarvay, N.Y. u.5.A. 
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Are You Tiryimg ? 

















There is one thing 
sure, Mr. Salesman, 
and that is that if you 
are not trying for 
“Raymo” _s business, 
some other fellow is 
scooping you in your terri- 
tory sure as shooting! 


“Raymo’”’ installations 
often run as high as a 
thousand  fixtures— 
often more. One or 
two orders like this 
would look nice, yes? 


If your firm does not stock 


“RAYMO” send in your 


For there is a steady vol- initial order to them. 
ume of “Raymo”’ busi- They will appreciate your 
ness; nice, clean, profit- alertness. 


able business on _ this 
handsome fixture. Big 
orders, too. 


We will be glad to send 
you catalogues and _ in- 
formation. 





“RAYMO” 


For the Office, Store or Factory. 





— ARK 


[MORAN S Ae mel 

















Moran & Hastings Mfg. Co. 


General] Offices: 


16-18 W. Washington St., StigAdig Chicago, Ill. U. S. A. 
FRANZ BRZECZKOWSKI, President 





















Attractive Window Displays 
(Continued from page 10) 


In the proper arrangement of mer- 
chandise in a window a display man 
may exercise almost unlimited talent. 
The large stores employ men at five 
figure salaries to supervise this work, 
well realizing the relation between a 
good window display and volume of 
sales. And yet there are a few com- 
paratively simple rules which you and 
your customers can learn without dif- 
ficulty which will enable you to pro- 
duce selling displays of no mean 
worth. Some make the mistake of 
“trimming” their windows—making 
them things of beauty, perhaps, but 
nothing more. An over decorated 
window is as bad as no window at all. 
Decorations when used to excess may 
get attention but will not sell mer- 
chandise. On the other hand to throw 
a lot of things into the window with- 
out regard te arrangement or to any 
central idea is to waste the space and 
even prejudice the observer against 
the store. ‘Arrange your display’, 
do not “trim your window”. 


First of all strive to make the dis- 
play easily seen by the window-shop- 
per. Merchandise should be grouped 
about a central device or “idea”. As 
a rule the center of the window space, 
nearer the back than the front, is the 
point which gets the most attention. 
Place here the most important appli- 
ances, the ones which sound the key- 
note of the display. Elevate these 
devices on pedestals. This higher 
unit or group may then be surrounded 
with smaller appliances set lower and 
so as to form a pyramid. Nothing 
but the smallest devices should be 
placed close to the glass. If the win- 
dow is wide other elevated groups 
may be placed in the corners. Avoid, 
under all circumstances, a flat display 
—that is, one in which everything ap- 
pears to be on the same level, all of 
equal importance, nothing standing 
out prominently above the others. 


With our “‘actors’—the appliances 
—arranged in their proper positions 
our problem is to give them some- 
thing to say. They must sell them- 
selves by telling their audience what 
they are and what they will do. A 
theatrical production without words 
would fall flat in this day and age. A 
window display without show cards to 
tell the story loses much of the sell- 
ing value which it might otherwise 
have. It is possible to arrange an 
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If it Dims, it’s a 


DIM-A-LITE 





PORTABLE 








Universal Hook 


Will hang anywhere 


Furnished in Brush 
Brass, with 8 ft. of cord 
and attachment plug. 





No. 44 


Come on boys, let’s get this business! A metal Dim-a-lite Portable 
display stand goes to your dealer FREE. Put one on his counter. 


“The only portable on the market with dimming feature” 


CHICAGO NEW YORK 
FP ol Wi rT VomPany BR 2 ag 








618-626 W. Jackson Blvd. 117 West St. 


Pass-Seymour Benjamin Electric Mfg 


PHILADELPHIA .:. PENNSYLVANIA 
gi ee SAN FRANCISCO—Benjamin Electric Mfg. Co., 580-582 Howard St. Seems. Conaie 
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NEW- VERDELITE - vive 


PATENTED 


With the Slotted Shade 


The “VERDELITE” Line is the 
ables with green glass hoods. 


The latest improvement in Faries’ 


is the slotted back, permitting the 
by simply lifting it out of position. 


Alpha and Omega of port- 


“VERDELITE” shade 
easy removal of the shade 
This eliminates the pos- 


sibility of breakage and renders “VERDELITE” portables the 


livest sellers on the market. 


We are the originators of portables with green glass hoods. 


FARIES MANUFACTURING CO., Decatur, IIl. 


effective window display without the 
aid of show cards, but the problem 
is more difficult. Assuming that the 
dealers whom you will have occa- 
sion to advise have not advanced far 
in the art of window arrangement, you 
will do well to guide them along the 
easier path. Urge them to use show 
cards. 

‘What to put on show cards is as 
important a problem as the proper 
selling argument for a salesman to 
use. A good card will go a long 
way toward making the sale. Tell the 
prospect what he or she wants to 
know. Tell them what the appliance 
does, where it can be used, the ad- 
vantages to be gained by using it, 











STILL THE LEADER 


SS 


GROUN® CLAMPS 








APPROVED 


The Sherman Ground Clamp, 
underwriters’ requirements. These 
require soldering lugs and heavier 
thruout. 

Without even the slightest change in 


it was easy to meet these requirements. 
Soldering Lug 
was made part of the equipment, and the 


The well known Sherman 
thickness of the copper increased. 
Every exclusive feature of the 
Ground Clamp has been retained. 


others. It is “still the leader.” 


All Co 


= 


pper— ne Piece. 














always 
leader, has been improved to meet the latest 


Send for Sample. 


H. B. Sherman Mfg. Co. 
Battle Creek, Michigan 





Soldered Connection as 
used for lighting and 
power circuits. 


the 


rulings 
Cc ypper 


design, 





Solderless Connection 
used for telephone, 
telegraph and signal lines. 


Sherman 
It is the 
best at any price and cheaper than most 





The roll which insures 
a tight grip and prevents 
the ears from tipping in. 


how little it costs to operate and what 
| it costs to buy. Short, terse sen- 
| tences or phrases are best. Say much 
‘in few words and say it convincingly. 
Don’t attempt to tell too much on a 
|show card nor should too many be 
'used. In small windows one card 
| will often be sufficient to tell the im- 
| portant points about the devices dis- 
| played. 
| The location of the show cards is 
a matter which should be given care- 
| ful attention. Avoid placing them in 
|such a position that they will hide 
any of the articles in the window. 
Use card holders to elevate the cards 
and to prevent them from falling over 
on their faces. In many cases they 
are more effective if fastened to the 
back-ground, high enough to be seen 
over the appliances on display. 
Needless to say the cards must be 
neatly lettered. 
is not difficult 
have 


Show card writing 
and many merchants 
someone in their employ who 
has become quite expert at it. But 
if necessary they should have the 
work done by a professional card 
| Poor cards are expensive; 
good ones are cheap. 

No advice on window display would 
be complete without mention of the 
window illumination. It is not my 
|purpose here to do more than men- 
‘tion the matter and to urge you to 
|constantly keep the subject in mind 
| when offering suggestions to your cus- 
_tomers in connection with their dis- 
\plays. It would seem that electrical 
| merchants would lead all others in the 
quality and quantity of illumination 
used in their windows. And yet you 
| know only too well that such is often 
| not the Perhaps it’s the old 
pany of the shoemaker’s 
the poorest shod. 
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APEX DISTRIBUTORS 


ELEC. RY. & MFR’S. SUP. CO. 
San Francisco, Calif. 
ILLINOIS ELECTRIC CO. 
Chicago and Los Angeles 
THE NEW ENGLAND ELEC. 
co 


Denver, Col. 
DOU BLEDAY-HILL 
co. 
Washington, D. C. 
LIVINGSTON-YONGE CC 
Jacksonville, Fla. 
GILHAM-SCHOEN ELEC 
Atlanta, Ga. 
INTERSTATE ELEC. (¢ 


ELEC, 
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New Orleans, La. 
Shreveport, La. and 
Birmingham, Ala. 


WETMORE-SAVAGE CO. 
Boston, Mass. 

THE STROUD-MICHAEL CO. 
Cleveland, Detroit, Pitts- 

burgh 

HACKETT, 
co. 
St. 

FUNSTEN 
Kansas City, 

CENTRAL TEL. & 
St. Louis, Mo. 

ELECTRICAL EQUIPMENT 
co 


GATES, HURTY 
Paul, Minn. 
ELECTRIC ¢ 
Mo. 
ELEC. 


‘O. 


co. 


Butte, Mont. 
THE KORSMEYER COMPANY 
Lincoln, Neb. 
NEWARK ELEC. 
Newark, 


SUPPLY CO, 


N. J. 
ETT ELECTRIC 


H. I. SACK 
co. 
Buffalo, N. Y. 
KIMBALL ELECTRIC CoO. 
New York City 
UTICA ELEC. APPLIANCE 
CoO, 
Utica, N. Y. 
CAROLINA STATES ELEC. 
co. 
Charlotte, N. C. 
UNITED ELECTRIC Co. 
Oklahoma City, Okla 


FOBES SUPPLY CO. 
Portland and Seattle 
FRANK H. STEWART ELEC. 
CO. Philadelphia, Pa. 
JAMES SUPPLY COMPANY 


Chattanooga, Tenn. 
SMITH-PERRY ELECTRIC 
CO., Dallas, Texas 


THE MINE & SMELT. SUP. 
CO. El Paso, Texas 


TEL-ELECTRIC COMPANY 
Houston, Texas 
INTER-MOUNTAIN 
co. 

Salt 


ELEC. 


Lake City, Utah 


W. M. REAY & COMPANY 
Norfolk, Va. 

THE FRONT COMPANY 
Wheeling, W. Va. 

E. W. MURRAY LIGHTING 
CO. Spokane, Wash. 





CANADIAN 


JOHN STARR, SON & CO.,, 
Ltd. 
Halifax, Nova Scotia 


McDONALD & WILLSON, Ltd. 
Toronto and Winnipeg 
DAWSON & COMPANY, Ltd. 
Montreal and Winnipeg 
THE EASTERN ELEC. CO. 


’ 


Ltd. 
St. John, New Brunswick 
SUN ELECTRICAL CO., Ltd. 
Regina, Sask 


GENERAL SUPPLIES, Ltd. 

Calgary and Edmonton, 
Alta, 

B. HORSMAN AND SON, 

Vancouver, B. C. 


FOREIGN COUNTRIES 
BARTLE & CO. 
Johannesburg, South Africa 
FUHRMAN & COMPANY 
Buenos Aires, Argentina 
J. MITCHELL 
Prahran, Australia 
DUNCAN WATSON & CoO. 
London, England 
SOCIETE D’ELECTRICITE 
MORS 
Paris, France 
STOKVIS & ZONEN, Ine. 
Rotterdam, Holland 
MONTI & MARTINI 
Milan, Italy 
E. W. MILLS & 
Wellington, 


E 






2. 


R. & 


COMPANY 
New Zealand 

















































































lean Sales 


and 


ean Profits 


OU naturally expect an increased business in October. If you sell 
the Apex Cleaner and the Rotapex Washer, you are doubly assured 
of good business this month. 






































The recognized quality of the Apex Cleaner makes easy sales and clean profits for 
dealers The selling points offered by the exclusive Apex inclined-divided nozzle 
are easily understood by the housewife. The simplicity of construction and the 


quality of materials insures minimum expense for service. 














The Rotapex Electric Clothes Washer was designed by Apex engineers and built 





in the same factory that produces the famous suction cleaner “Built for Life- 
time Service’ is the Rotapex slogan that assures a dealer the same undiminished 2% 4 
profits that he enjoys from the sale of the Apex Cleaner 










Interest dealers in these two propositions and you do everybody a real sé 











DISTRIBUTING CO., 


Cleveland, Ohio. 


APEX ELECTRICAL 
1067 East 152nd St., 


THE 












Made in Canada by 
APEX ELECTRICAL MANUFACTURING CO., 
102-104 Atlantic Ave., Toronto, Ont. 






















Tre 






















ELECTRIC SUCTION ,.CLEANER, 


RSTAPE X 


ELECTRIC CLOTHES WASHER, 


BAP ma SO » “<4 ‘ul e. : a irs hath Ter Oy 
: ‘i Se CEO L OTE. 


i, 2 





The 

















90 THE JOBBER’S fA) SALESMAN 














| ‘HE Jopper’s SALESMAN is the only 
publication devoted exclusively to the 
jobber’s salesman—it is your publication. 


It is a clearing house, for the exchang- 
ing of ideas and selling helps between 
salesmen. 


We think this live, snappy, interesting, 
helpful magazine is worth $1.00 of any- 
body’s money—don’t you? 


Send your answer on the coupon below. 
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9-20 
SUBSCRIPTION COUPON 


THE JOBBER’S SALESMAN, 
1018 South Wabash Avenue, 
CHICAGO, ILL. 
Please enter my subscription to THE JOBBER’S SALESMAN 
for one year. I will remit $1.00 upon receipt of bill. (Canadian 
Rate, $2.00.) 


Name Pe AND Dey BAe eee ES Ae ede ee eR, MT 
Home Address: <...ccccccc3.c.. vosuncilhdercichiecssipmecedes passtcuia Ae Rate ade 4 
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With the window properly lighted 
the problem of making the display 
produce sales is much simplified. Look 
to the lighting arrangements first; see 
that they are adequate and correctly 
installed and the rest will be com- 
paratively easy—if you keep the fore 
going suggestions in mind, observe 
what good stores in other lines of 
trade are doing and use common sense 
mixed with good sound selling sense. 


Maple Promoted 


Announcement is made to the effect 
that Lester G. Mample has been pro- 
moted to the position of assistant sales 
manager of the Northwestern Electric 
Equipment Co., St. Paul, Minn. 


U. S. Wireless Stations 


There are 88 shore wireless-tele 
graph stations belonging to the fed- 
eral government, not including 20 in 
Alaska, 19 in the Philippines, three in 
the Canal Zone, two in Hawaii and 
one each in Porto Rico, Guam and 
Samoa, or a total of 135. The gov- 
ernment ship stations number 470. 











“Too much is plenty,” someone says. 
“Maybe so,” agrees E. E. Johnson, man- 
ager appliance department, R. M. Laird 
Electric Co., Minneapolis, Minn., “but 
never too much soap.” It may be a long 
jump from soap to electrical appliances 
but you ought to see E. E. sell it to twin 
city dealers. 
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spuM CLEANER Co. lnc. 


gugust 21st» 19206 


To The Jovver's Salesman t— 


with your 


premier 
the me 


feature tne 
is necessar concentrate on 
machine 4¢self. 

4i0Ns 4t ive features and it's 
e markable gales 


gficiency. 
featurese 


study it's cons truc 
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oppor tun 
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mere are two very salient and outs tandins 
the Premier Sales propositione 4g our ai ect service 
through factory and operated gervice stations. Tne 
ginancing of the aealer's installment accounts 
Finance Company - 
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ana Dealer 4g thus relieved of the necessity 
eaners and the expense of earry a stock of 
Limited ginancially in the 
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alers i= your territory: 

we fully realize the impor tant work you are doing ¢oward Prem 

miers present success and we aesire t° co-operate with you 
3 producing . 


in every way in 
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Meters 





Large ) Volts and 
Smaller Amperes 
Miniature A. C. or 

Portable mc. 





You can supply your cus- 
tomer’s every need if you 


y Hoyt 


Instruments 
Mr. Jobber’s Salesman: 


Is there anything more nec- 
essary to the worker with 
electricity > 


Is there anywhere that you 
can be of greater service 
than in teaching him to 
discard guesswork for ab- 
solute knowledge? 


Do you appreciate the ease 


with which INSTRU- 
MENTS can be sold? 


Do you realize the profit to 
your House and Yourself? 


If you understood fully these 
things you'd sell 


Hoyt 
Meters 


Let us help you—we have 
several instructive pam- 
phlets—our new _  cata- 
logue, describing the en- 
tire line is now available 
—and we shall be glad 
to supply technical as- 
sistance to any 


JOBBER’S SALESMAN. 





Burton-Rogers 
Company 


Sales Department for Hoyt 
Electrical Instruments 


755 Boylston St., Boston, Mass. 

















Oscar Avery 
(Continued from page ~“1) 


Hopkins came to me and said that 
that day was the anniversary of the 
day upon which he landed in Colum- 
bus with but one cold dollar in his 
pocket. He said he could never for- 
get those memorable days that fol- 
lowed when, working in the light 
plant, he had to solicit the assistance 
of a relative in meeting his expenses’ 

But times 
celebrated.” 


—his salary was so small. 
had changed—and_ we 

Like a great many other men in the 
industry (and Mr. Avery is one of 
them), Mr. Hopkins 
nothing but a will and an ideal vet 


began with 


played an important part in building 
up this wonderful branch of industry 
doing millions of dollars worth of 
business a year, and placed his name 
in the annals of the progress of the 
commercial branch of the electrical 
field. 

Unlike progressive commercial cap- 
tains of today, Mr. Hopkins made 
without 
first placing him on the road, selling. 
He told Mr. Avery that he could bet- 
ter learn the rudiments of sales man- 
Most jobbers of 


Mr. Avery sales manager 


agement indoors. 
today, I am inclined to believe, think 
differently, as a man must be familiar 
with the trials and tribulations of a 
traveling salesman before he can 
sympathize with him, help him and 
cope with the situations that so fre- 
quently arise among the men out in 
the territory. 

Time passed (as it ordinarily does), 
and in January, 1911, Mr. Avery left 
The Erner & Hopkins Co. to form, 
with Arthur Loeb, the Avery & Loeb 
Electric Co., purchasing the stock of 
supplies and fixtures, good will, ete., 
of the Ross-Hull Electric Co., which 
was situated at the company’s present 
location. The building, naturally, has 
since been considerably enlarged and 
more space occupied to conform with 
the growth of the company. 

The Avery & Loeb Electric Com- 
pany originally started as wholesalers, 
retailers and contractors with branch 
stores at Mt. Vernon and Newark, O. 
After seven years of successful oper- 
ation on this basis, Mr. Avery became 
convinced that the three lines should 
be segregated and operated separate- 
lv. As a consequence, the contracting 
business was dispensed with in 1917 
and the retail branch finally dropped 








EMF 
Electrical 
Year Book 


Now in preparation. 


A combined Electrical 
Encyclopedia, Trade Di- 
Dictionary 


One Vol- 


rectory and 
Embraced _ in 
ume. 


An_ indispensable — busi- 


ness-getter and adviser 
in the jobber’s quota- 
tion, purchasing, cit y 
sales and other depart- 
ments. 


Approximately 1,500 
The 


pages, size 9x12. 
biggest electrical book 
ever published. 

The EM F Electrical 


Year Book is edited by a 
corps of experts regard- 
ed as the highest authori- 
ties on things electrical. 


Price $10.00. 
Prepublication Offer $7.50. 


Order NOW and 
Save $2.50. 


Electrical Trade 
Publishing Co. 


Howard Ehrlich, Pres. 
Cc. W. Forbrich, Vice. Pres. & Treas. 
F. A. Merkel, Secy. & Gen’l Mgr. 


1018 So. Wabash Ave. 
Chicago 


Also Publishers of 


The Jobber’s Salesman 
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Canadian Factory, Hamilton, Ontario 


Atlanta 


Chicago 








Mr. Jobber’s Salesman 


This advertisement is for your 
particular attention. 


We want to tell you about 


Atkins Non-Breakable 
Hack Saw Blades 


There is a large, virgin field 
for them amoné electrical con- 


tractors and dealers. They want 
these Non-Breakable Blades. 


Youcan increase your sales by 
selling the trade Non-Break- 
able Blades. 


Our National Advertising 
makes them easy to sell. 


We will tell you how to start. 
Write us today 





EK. C. ATKINS & COMPANY, Inc. 


“The Silver Steel Saw People’’ 


Memphis 


Minneapolis 


Established 1857 


Home Office and Factory, INDIANAPOLIS, INDIANA 


Bra 


nches 
New 
New 


O 
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Machine Knife Factory, Lancaster, New York 


ng complete stocks in the following cities 
ns Portland, Ore. Seattle Sydney, N.S. W 
San Francisco Vancouver, B.C. Paris, France 
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Fans to 
Keep Warm 


Boys, do you realize 
that there’s money in 
the sale of winter fans 
as well as summer 


furs? 


It is predicted that there 
will be a coal shortage this 
Get your dealers 
to put it over to the public 


winter. 


in their window displays 


this fall that 


PEERLESS 
FANS 


can make less heat ren- 
der more warmth by aug- 
menting its circulation. 


Place a Peerless Fan in 
front of the radiator (fac- 
ing it) or beside the reg- 
ister (facing away from 
it) and turn on the juice. 


Put over Peerless Fans 
with the electrical idea 
this Christmas — there’s 


money in it. 


Here’s looking at you ! 


The Peerless Electric Co. 
Warren, Ohio 





| 


i 


on January 1, 1920. “Wholesale only” 
|is now Mr. Avery’s creed. 

| Starting with a force of two em- 
ployees, Mr. Avery built around him, 
in 21 years, an organization embrac- 
ing 100 employees. There are now 
11 salesmen traveling out on the ter- 
ritory and two working outside in the 
city. Mr. Avery believes (as many 
other jobbers are coming to believe) 
that a territory of a few counties 
thoroughly worked is far better served 
than several states only skimmed over. 
Carrying out his contention, he has 
kept his territory down to a minimum 
of square miles but with a readiness 
to expand when the occasion permits 
or demands it. He says, “I want my 
salesmen to sell not travel.” 








It is Mr. Avery’s belief that, before 
a salesman can be a salesman, he must 
know his line—it is the all important 
essential—and that is the first thing 
he requires of his men. He once even 
took a policeman, put him in the stock- 














| room, taught him the line and elec- 


trical merchandising principles, and 
sent him out to sell. This man is now 
'me of the best of the 13 salesmen. 
| It’s all in knowing your line, Mr. 
| Avery thinks, not what you are or 
used to be. 


| 





Oscar Avery is very much a home 
| man, fond of his children and fond of 
playing with them. His little family 
| consists of one boy of 14, a girl of 12 
and another of four. To give the kid- 
| dies their necessary amount of fresh 
‘air and to afford himself an oppor- 
(tunity of harking back to boyhood 
days, he recently bought a 30-acre 
| tract of woodland near his birthplace 
| and built on it a neat little bungalow 
|and garage, both equipped with all 
| the conveniences of the city. Run- 
|ning through the woodiand is a nar- 
/row ravine with the customary brook, 
lending to it all the picturesque beauty 
of the imaginary painting of some 
romantic artist. To this scene Mr. 
Avery hies himself in his leisure 
hours where he forgets the cares of 
business and opens his heart to nature. 





As president of the Manufacturers’ 
| and Jobbers’ Association of Columbus, 
he is a potent factor in the conduct 
and administration of commercial and 
industrial affairs in Columbus. If one 
walks down the streets of Columbus 
| with Mr. Avery, one will be quick to 
recognize the extent to which he is 
known and highly regarded by his 
fellow citizens. In a social way, too, 
| Mr. Avery plays a major role; in 














Gratitude 


E are glad of 

the opportu- 
nity THE JOBBER’S 
SALESMAN Offers us to 
express our deep ap- 
preciation of the sup- 
port and co-opera- 
tion received from 
our friends, the job- 
bers’ salesmen. 





In helping us ‘place 
Sunlight Carbon 
Lamps and Fractional 
Horse Power Motors 
“on the map” you 
probably did not fully 
realize what your co- 
operation meant to the 
success of our company. 
We want you to know 
that we thoroughly ap- 
preciate your efforts in 
our behalf. 


We hope we will merit 
your continued good- 
will and support and in 
return you can depend 
on 100 per cent service 
from us—the kind of 
service that will help 
you to increase your list 
of satisfied customers 
and your profits. 


& 


Carbon Incandescent Lamps 
Fractional Horse Power Motors 


The Sunlight 
Electrical Mfg. Co. 
Warren, Ohio 
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The Thor Swinging Wringer 


One of the most important and desirable features of 
the Thor Electric Washer is the Thor all-metal ball- 
bearing swinging wringer—the safest, most conve- 
nient and substantial wringer built. Made entirely 
of metal, except the rolls, it is light and easy to use 
but extremely strong and durable. It is so designed 
and constructed that it cannot sag or weaken the 
washer frame. 


One lever controls both the swinging and wringing. 
The rolls cannot operate while the wringer is being 
swung. There is only one tension screw. This in- 
sures an even pressure over the entire length of the 
rolls. The Thor positive, instantaneous, safety re- 
lease affords absolute safety to the operator. 


Compare the Thor Wringer with any other. 
Its superiority is evident in every detail. 
This is but one of the features that keeps the Thor 


Electric Washer the leader of its field. There are 
many others equally as important and just as superior. 


HURLEY MACHINE COMPANY 


24 EAST JACKSON BLVD. 
CHICAGO Toronto 
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REAL ti >, 
HEAT , ELECTRIC 


GLOLOG 


FIRE LACES 
G tie \ NS 


» 
\\ 








“P \S 


\é 
Vv erat 


IN 
BIG 
DEMAND 


Electric 
Fireplace 
Logs 





RUGGED 
PRACTICAL 
ARTISTIC 
SAFE 





Every Contractor-dealer is 
looking for a real opportu- 
nity to build up his business 
in good homes. 


The GLOLOG will do it. 





It paves the way for an Elec- 
tric Range and the Range 
helps to sell the GLOLOG. 





The dealers everywhere are 
writing for prices and many 
ask us—‘‘Who is the Jobber 


in our section ?”’ 





BECOME THE 


GLOLOG JOBBER 


NOW 





Strait & Richards, Inc. 


NEWARK, N. J. 














church work he is prominent; and in 
movements he is 
in the foreground as a director and 
third vice-president of the Chamber 
of Commerce. He is a member of 
organiza- 


civic and economic 


such fraternal and _ social 
tions as the Masonic Order (in which 
he is a Shriner), Elks, Odd Fellows, 
Athletic Club, Aladdin 
Country Club, Scioto Country Club, 
Kiwanis Country Club (of which he 
first president) and_ the 
Young Men’s Business Club. These 


Columbus 


was. the 


are enough to keep any man busy, but, 
having spent most of his boyhood days 


in hard work, he justly deserves the 


popularity and social enjoyment he 
derives from these organizations by 
usually being in charge of, or active 


n, festivities. 

Reverting back to the commercial 
phase of life it is found that, aside 
from his electrical interests, he is a 
Buckeye State Build- 


ing & Loan Co., and is connected with 


director of the 
other enterprises. Thus he is a man 
thoroughly conversant upon the gen- 
eral trend of the market. 

summing up his 
of these 


Oscar Avery, in 


personal stock, is one men 
you can’t help but like. His smile is 
that will not rub off— 
You 


one of those 
even with the wettest rainy day. 
begin to like him the minute you enter 
his company—he draws 
Ouiet 


you to him. 
and unassuming in his manner, 
he is heartily liked by all his em- 
ployees for his democratic ways. He 
will stop his car on a country road to 
give a poor footsore boy a lift to town. 
He seems to be interested in people 
and on the other hand people are in- 


terested in him for his warm heart. 
open to all. 
Above other things, however, is his 


keen understanding of business fun- 
damentals and principles, practicing 
and promoting them always on a big- 
for the 
benefit of, not only his own immediate 
but the 
affiliated with his field. 
principle 


ger, broader and better scale 


concern, community and all 


He is 


himself, and 


those 
a man of 
(though the public generally measures 
the bigness of a man by his monetary 
worth) the position he holds in his 
community, the part he plays in public 
affairs and his particular field of en- 
deavor, his breadth of mind and vision 
and the respect which his fellow men 
considered. 
attributes into 


one, we find in Oscar Avery really a 


hold for him must all be 
Amalgamating these 


big man and one worthy of note. 




















A Salesman’s 


CUSTOMERS 


Where do you get thein? 

How do you get them? 

How do you keep them? 

These three questions are 
often asked successful sales- 
men, and successful sales- 
men are always able to an- 
swer. 

It is no trouble to find the 
customer, “The woods is full 
of them,” and every day 
adds its quota. ‘Their pat- 
ronage is secured first by 
gaining their confidence— 
No confidence, no_ sales. 
Last, their patronage is held 
by selling them goods which 
people want, and giving 
them a square deal. 

A good salesman can sell 
a “first order,” and if he is 
exceptionally good he may 
be able to secure a second 
order, but unless he has the 
goods, goods of quality to 
back him up, the second or- 
der is as far as he will 


ever go. 
ALLEN 
SODERING FLUX 


is the standard. All me- 
chanics who have used it 
swear by it, and in many 


large concerns, refuse to use 


a substitute. Your house 
will stock the ALLEN 


LINE if you can sell it, and 
if you once sell it to a cus- 
tomer you can never sell 
him a substitute. There is 
nothing “just as good.” It 
is the best. 


L. B. Allen Co., Inc. 


4586 N. Lincoln Street 
CHICAGO, iLL. 
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Est. in 
Chicago 


These are staple 
articles which can 
undoubtedly be 
stocked to advan- 
tage. 


Electricians’ 
KNIVES 
and 
TWEEZERS 
We have a large stock rite for 
on hand for immediate and 
delivery at attractive Quotations 


trade discounts. 


Mathias Klein & Sons 


Tool Manufacturers 




















Offices and Factory, 3200 Belmont Ave., 
CHICAGO, ILL. 
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Four-1N-ONE, an instrument shaped 
like a fountain pen and intended to 
be used in detecting grounds, short- 
circuits and cross-connections in elec- 
trical circuits and in locating faults 
in motors and generators without dis- 
connecting or disturbing the circuits 
which being tested, has been 
placed on the market by C. W. Eisen- 
mann, Nebraska City, Neb. 


are 


TExTILE Macuine Works, Read- 
ing, Pa., has developed an oil switch 
for use in controlling alternating- 
current motors connected to four-wire 
circuits and used to drive knitting ma- 
chines. 


H1-Vo.ttaGe Equipment Co., 3305 
Croton avenue, Cleveland, has brought 
out an air-break switch of new de- 
sign, the features of which are the 
elimination of torsional strains in the 
insulators, the weatherproof construc- 
tion, and a high-rupturing capacity in 
action without the disarrangement of 
the adjustment. It has interchange- 
able parts and any part can be re- 
moved and renewed without dismount- 
ing the switch as a whole or taking 
it from the supporting structure. 

TruvoLtr is a bell-ringing trans- 
former put on the market by the 
Master Motor 
1803 Irving Park boulevard, Chicago. 
Wooden filler takes the place of in- 
sulating compound often used in seal- 
ing up transformers; the coils 
waterproofed, 


& Transformer Co.., 


are 
and the transformer 
housed in an aluminum case, giving 
a compact, neat appearance and pre- 
venting rust. 


A Speciat Moror has been placed 
on the market by the Westinghouse 
Electric & Manufacturing Co., East 
Pittsburgh, Pa. It is designed fer 
service in which there is likely to be 
a series of starts, stops and reversals, 
in connection with hoists, cranes and 
other machinery in which a heavy 
starting torque is required. 








E. C. Arxins & Co., Inc., In- 
dianapolis, Ind., has published and is 
circulating among salesmen and the 
trade a neatly and interestingly com- 
piled booklet entitled ““How to Sell a 
Saw.” T. A. Carroll, advertising 
manager for the Atkins company, says 
in the preface: “In January, 1919, 
we began publishing a series of adver- 
tisements entitled ‘How to Sell a 
Saw. In that series we endeavored 
to get away from the commonplace in 
advertising. From the first chapter 
we learned that this type of advertis- 
ing attracted attention, and. since the 
series ended early in 1920 we have re- 
ceived so many requests for them that 
we decided to publish the advertise- 
ments in book form with a few cér- 
rections here and there in the various 
chapters.”’ The booklet is crammed 
with straightforward, practical sales 
talks and each one is illustrated by a 
drawing. It is well worth a sales- 
man’s reading as many sales pointers 
can be obtained from it. 


BearpsLeE CHANDELIER Mra. Co., 
Chicago, states that a new dining- 
room lighting fixture recently brought 
out by them has had much favorable 
comment and sells at a moderate price. 
A hand-wrought iron holder finished 
in polychrome on a rusty background, 
supports the specially designed glass 
shade which is ornamented with 
flowers and leaves in like colors. The 
shade is supported from the inside, 
preserving its outline and making a 
better proportioned fixture. The 
lamp is hung high within the shade so 
that the direct rays cannot strike the 
eyes of a person sitting at the table. 
A type C lamp may be used to ad- 
vantage. 


A Putt Cviean fixture has been de- 
signed and is being marketed by the 
Associated Engineers Co., Inc., Chi- 
cago. It is designed to clean lighting 
fixtures in industrial plants where in- 
accessibility and danger make it diffi- 
cult to clean the lighting equipment 





as often as necessary. Lighting the 
fixture automatically cleans it by 
means of a device consisting of two 
wiping blades, one that rotates against 
the interior of the reflector and one 
that rotates against the lamp bulb. 
As the stem switch is pulled the blades 
make a complete revolution, thus 
sweeping the dirt off lamp and re- 
flector. Such frequent cleaning as at 
least twice a day, when the workman 
turns on his light, prevents accumula- 
tion so that there is no annoyance 
from dirt falling down on the work 
below. The fixtures are delivered 
completely wired and assembled each 
in an individual carton, with full di- 
rections for erecting, and are supplied 
in a suitable size for 300 to 500-watt 
lamps. 


GENERAL Exectric Co., Schenec- 
tady, N. Y., has brought out type 
M-7 demand meter register for use 
with standard watthour meter. 


Detta-Star Exectric Co., 2433 
Fulton street, Chicago, is marketing 
a new high-voltage, air-break switch, 
designed for 90,000-volt service, with 
a double break on each phase. 


Trumsutt Execrric Mre. Co., 
Plainville, Conn., has on the market 
a dead-front panelboard with push- 
button switches in branch circuits, de- 
signed to be used for lighting circuits 
of residences, churches, apartment 
houses, department stores and fac- 
tories. A 17-in. metal cabinet permits 
of mounting in narrow locations, such 
as supporting columns, which are un- 
suitable for installation of wider 
panelboards. 


Sr. Louis ELtectricat Works, St. 
Louis, Mo., announces the appoint- 
ment of J. F. Jones as sales manager. 
Mr. Jones was connected with the 
sales department of the Wagner Elec- 
tric Manufacturing Co. for eleven 
years, previous to which time he had 
spent eight years in the sales depart- 
ment of the General Electric Co. 
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™ PARANITE™™ 





That trade mark and slogan stands for some- 


thing in the industry. 


Wherever wire or cable is used PARANITE is 


known—and favorably too. 


You salesmen who take personal pride in your 
customers’ satisfaction can unhesitatingly tie to 


PARANITE. 





RUBBER COVERED WIRES 
AND CABLES 


LEAD COVERED WIRES AND 
CABLES 


HIGH TENSION CABLES 
AUTOMOBILE CABLES 
TELEPHONE WIRES 

LAMP CORDS 

PORTABLE CORDS 

FIRE ALARM CABLES 
MINING MACHINE CABLES 











PARANITE Wires and Ca- 
bles are  Merchandised 
through the Jobbers only and 
not to your Customers. You 
are not selling a New Code 
tag. 


You are selling a Branded ar- 
ticle, better than Code re- 
quires. For 30 years the stand- 
ard. 


Indiana Rubber and Insulated WireCo. 


FACTORY AND GENERAL OFFICES 


JONESBORO, IND. 


CHICAGO OFFICE 
210 So. Desplaines St. 


NEW YORK OFFICE 
63 Vesey St. 
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Get It ? 
Price Book No. 500n 
Emerson Motors 


Did You 





Price Book No. 50, 
issued last month, was 
welcomed by hundreds of 
salesmen as an indica- 
tion of a return to 
normal marketing condi- 
tions. 


Delivery conditions 
have improved so that 
you can rely on prompt 
shipment or on shipment 
within a reasonable 
period when ordering any 
of the apparatus shown 
in the price book (ex- 
cept a few special items 
plainly designated). 


The Emerson Motor 
Price Book has had a 
recognized place in the 
electrical trade for ten 
years, presenting re- 
liable and detailed data 
and prices on small 
motors in convenient, 
practical form ‘no loose 
leaves or sheets to 
insert). 


Price Book No. 50 was 
sent to our list of 
jobbers" salesmen hand- 
ling Emerson motors and 
to a great many of your 
customers. If you did 
not receive it or need 
another copy, or want us 
to send one to a custo-=- 
mer who is entitled to 
trade prices, let us 
know. 


Motor business is still 
good. Price Book No. 50 
will help you to get 
your share of it. 


THE EMERSON 
ELECTRIC MFG. 


St. Louis 


COMPANY 
New York 














GENERAL Exvectrric Co., in order 
to furnish an economical means of 
deriving three-phase’ service from 
two-phase, four-wire circuits, and vice 
versa, has recently placed on the 
market a line of air-cooled auto-trans- 


formers. 


A Protective System for’ banks, 
consisting of a switch under the 
counter to be operated by the teller’s 
foot, has been developed by Stanley 
& Patterson, New York City, N. Y. 

A Maeneto Favurtr Finper and 
magnet recharger designed for the 
use of automobile repair stations, is 
being manufactured by the Stahl Rec- 
tifier Co., 1401 West Jackson boule- 


vard, Chicago, III. 


Tue M. B. Austin Company, Chi- 
cago, is erecting a new plant upon its 
own grounds at 108 South Desplaines 
street, which will increase and im- 
prove its facilities. The site cost 
$100,000, while the building will cost 
approximately $150,000. It will be 
three stories high, with a total floor 
space of about 30,000 square feet, and 
will have every modern convenience to 
facilitate service. Special attention is 
being given to comfort of employees 
through 
washed-air ventilating system. Vesti- 
bules and hallways will be in Terraza 
tile and the office furnishings in oak 


such an installation as a 


throughout. 


A Swivev Fixrure Cover, for use 
in 4-in. round or octagonal outlet 
boxes has been placed on the market 
by the Appleton Electric Co., 218 
North Jefferson street, Chicago, III. 
This cover accommodates 1-in. con- 
duit and owing to the swivel feature 
enables the fixture to hang correctly, 
says the manufacturer, even though 
the outlet box be installed at an angle 


or becomes jarred in any way. 


A Barrery Cuarcine PANe., 14 
ins. wide by 20 ins. high, has been de- 
veloped by the Meier Electric & Ma- 
chine Co., 186 South Meridian street, 
It is designed for 
having a 


Indianapolis, Ind. 
250-volt, direct 

maximum charging rate of 15 amp. in 
seven steps when connected to 90 cells 


current, 


in series. ‘The same rate may be ob- 
tained from 125-volt service when con- 
The re- 


sistance element is so proportioned 


nected to 45 cells in series. 


that a single six-volt battery may be 
charged. 





















DAUM 
PLUG FUSE 


SIMPLEST 
FEWEST PARTS 
EASIEST TO REFILL 


The Plug Fuse that your customers 
have been looking for. No metal or 
screws to replace; just place a fuse 
strip in the plug through the bottom 
and out the side pocket, place mica 
disc in. place—and it’s ready for use. 
No tools are required—the plug being 
all porcelain. It is never thrown 
away. 


A. F. DAUM 


Pittsburgh, Pa. 


Squires & Cogswell, Agts. 
Ellsworth Bldg., Chicago 














One-Third Actual Size. 

THE P. & G. WIRE SKINNER is 
a tool designed to accomplish difficult 
jobs, such as splitting duplex wires 
with one pull, removing the insula- 
tion from the wire and scraping wire 
clean, ready for soldering. 

The established resale price on this 
tool is $1.50 each, net, postpaid. 


PAUL W. HERBST 


Sole Distributor 
Dept. 4 
180 N. Dearborn St., Chicago, IIl. 











Sign 


Subscription 


Coupon 
Page 90 
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DUNCAN MODEL M2 
A. C. WATTHOUR METER 


Potential loss, 1.0 watt. 

Total series loss, 0.29 watt. 

Weight of moving element, 10.0 grams. 

Torque or turning power, 42.0 millimetergrams. 


Ratio of torque to weight, 4.2 to | (highest known). 
Runs continuously on '4y of 1% of full load. 

Varies less than | % for power factor of 50%. 

Accurate to within 14 of 1% from 5% to 150% load. 
Varies less than 1/7 of 1% for 10% change of voltage. 
Varies less than 17 of 1% for 10% change of frequency. 


Duncan Electric Mfg. Co. 


La Fayette, Indiana 
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CONSTRUCTION TOOLS 


PURCHASE FALL 
NOW 


We can meet your 
requirements for any 
kind of construction 
and maintenance 
Tools for general 
construction work— 
telephone, telegraph, 
central stations, rail- 
roads, etc. 


In addition we can 
furnish the right 
kind of tools at the 
right price and give 
you prompt service. | 

Give us an oppor- 
tunity to quote on 
your customers’ re- 
quirements. 











PAUL W. HERBST 


Distributor of High 
rade Tools 
Dept. 4, 180 N. Dearborn 
Street, Chicago, III. 





' 
MRLOWSE Sons 
‘ 














Magnet Wire 


Magnet Wire 
Products 


Quality Service and 
Quantity Production 


The name 


DUDL® 


stands for highest grade magnet 
wire and coils. Used by large 
manufacturers everywhere. 


DUDLO MANUFACTURING CO. 


Fort Wayne, Ind. 

















THe Torrineton Company, Na- 
tional Sweeper Division, Torrington, 
Conn., figured in recent manufactur- 
ing announcements by its purchase of 
additional plant facilities for the 
manufacture of Torrington electric 
vacuum cleaners. The new plant unit, 
located at Worcester, Mass., makes 
available more than 100,000 square 
feet of new floor space which will in- 
crease the present producing capacity 
at Worcester by 100 per cent. Three 
manufacturing units are now produc- 
ing Torrington vacuum cleaners—the 
original plant at Worcester, now pro- 
ducing at the rate of 300 per cent in 
excess of that of 12 months ago, the 
recently enlarged plant at Torrington, 
now producing 100 per cent more 
than last year’s output, and the newly 
acquired unit which makes possible 


‘the schedule of another large produc- 


tion increase. 


ManuattaNn ELectricaL Supply 
Co., 112 South Wells street, Chicago, 
Ill., is mailing to the trade a broad- 
side discussing the company’s new 
Red Seal Sparker battery which was 
recently introduced. The broadside 
not only discusses the merits of the 
battery but also outlines the extensive 
national advertising being done to co- 
operate with the jobber and dealer. 
It not only lists the various papers in 
which advertisements appear but gives 
the circulation of each one, empha- 
sizing the fact that each advertise- 
ment contains either the line “Ask 
Your Jobber” or “Ask Your Dealer,” 
depending upon the field that the ad 
reaches. A prospectus of the com- 
pany’s advertising campaign follows 
the broadside in the mails. The 
prospectus lists the publications ad- 
vertised in and gives the circulation 
of each according to states. Proofs 
of many of the advertisements are 
also shown. 


Ricuarp E. Weyter, who for 15 
years traveled Indiana and Ohio for 
the Manhattan Electrical Supply Co., 
112 South Wells street, Chicago, II1., 
and who for the past few years has 
been selling bonds, is now back on the 
job with the Manhattan company as a 
special representative. Dick was get- 
ting away with it fine in his new ven- 
ture but somehow he couldn’t stay 
away from the good old electrical 
business. 











Easiest to sell because it is 
easiest to install. Patented 
Thread Protectors eliminate re- 
versing couplings and running 
dies over pipe ends—threads 
clean, sharp and true. Costs no 
more than ordinary enameled 
conduit. 


Enameled Metals Co. 
Pittsburgh, Pa. 






reaches 
the 

job 
ready 
to 
install 























IT’S PERFECT! 


Note the new way of assembling 


The BULL DOG 
KNOB 


Made and Sold under License 
United States Patent, Feb..3, 1920 


The placing of the central bush- 
ing on the cap instead of the 
base, places it in a.class by itself. 


You will be safe in recommend- 
ing this knob and all of our prod- 
ucts to your custQmers. Write us 
for any further ‘information de- 
sired. 


Illinois Electric Porcelain Co. 
Macomb, III. 
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Indoor Insulating 
Support—7,500 volts 


The Standard 


for Power-house, Substation 
and general High Tension 
Electrical Construction work A 


Support—25,000 volts 





“Three E” wiring and construction devices have long 
since become the standard with most large companies 


Stock All Others 

Shipments Con De 

Can Be Made Supplied 

—e Many Promptly 
evices 



















Clamp Insulator Supports 


Their superior design, rugged construction and ease of installation, has earned an 
enviable reputation for them amongst all users. 


4 


Our Bulletins should 


be in your hands if Write for your 
youare interested in copy today. 
this equipment. 

= => 


Cable End Bell with Interchangeable 
Parts 





Structural Structural 
Fitting Fitting 


ELECTRICAL ENGINEERS EQUIPMENT CO. 
35 S. Desplaines St., Chicago 21 Park Row, New York 


Sales Offices in all principal cities 
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HEMINGRAY 


Glass Insulators 





No. 9 Pony. 
Specify 


No. 19 D. G. D. P. 
“Hemingray”’ 


Hemingray Glass Co. 


Muncie, Ind. 








ARMATURE SLOT WEDGES 


wai of Hard Maple 


‘or new 


and re 


pair work. 


> i 
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Made to any specification. 
Send us your blue print or sample. 


T. C. White Electrical Supply Company 


1122 Pine St., St. Louis, Mo. 








Sell Carney Poles 


and Cross Arms with the rest 
of your line. 

We solicit Jobbers’ inquiries 
and stand ready to help you 


over any 
meet. 


‘‘bumps”’ 


you may 


Quick shipments from Min- 
neapolis Yard, treated or un- 


treated. 


B. J. CARNEY & CO. 


Grinnell 
Chicago 


Spokane 


Minneapolis 


Write us at Grinnell, Iowa. 














The Biggest Card in the Business World 


skill and care 


Wiggins 


exercise: 
plate has 


i in engraving a 


made the 


WIGGINS PEERLESS 
PATENT BOOK FORM CARD 


the of a 
ecard users 
r Se 


Engravers 
Plate Makers 
Die Embossers 
1104 
So. Wabash 
Avenue 
705 
Peoples Gas 
Building 


CHICAGO 


long list 


detac 


protect 


of America’s biggest 
If you admit the value pt oper card 
e Wwe juld like to 


sen as eS 
h the cards one by 


clean cut edges, their general 


afforded by being 


nt book ~vondl Style 


THE JOHN B. WIGGINS co. 


tablished 185 


paTeum Kiuwe 
280 wteT seu erect 


RERS wEW yor« 




















Mra. 
mailing to the trade a four-page book- 
let entitled 
Thought in a Big Way,” 


BENJAMIN ELEcTRIC Co. is 


“Putting Across a Big 
which has to 
do with its Correct Industrial Iu- 


mination campaign. 


Lamp 


AMERICAN ELECTRIC 


NortTH 
C0. 
filled Nalco Carbon Lamps to be equal 


St. Louis, Mo., guarantees its re- 


to any new lamp on the market today. 
It claims that this is due to the fact 
that the machinery used in its exhaust 
department is of the very best, and 
because the department is kept at the 
highest point of efficiency; also that it 
uses standard lamps furnished by the 
government Bureau of Standards, and 
that lamps showing any defect what- 
the heads of 
manufacturing departments, 


ever are returned to 
thus al- 
lowing their engineers to check unde- 


sirable features. 


Unir Company, St. 
Louis, has issued a folder giving fac- 


LUMINOUS 


simile pages of their advertisements 
in the Saturday Evening Post, in 
which they set forth 
and a little paint have modernized old 


office buildings.”’ 


“how Brascolites 


AN ELECTRIC STERILIZER for soda- 
fountain use has been manufactured 
by the Holcomb & Hoke Manufactur- 
ing Co., Indianapolis, Ind. 

Works of the 
Co., Nela Park, 


is planning to erect 


NATIONAL Lamp 
General Electric 
Cleveland, O., 
a three-story factory on 
nue near Aetna road. It will cost in 
the neighborhood of $300,000. 


Alonzo ave- 


200 
has 


ELEcTRICAL TRADING Co., 
New York City, 
brought out an electric bell with oper- 


Broadway, 


ating mechanism under gong. 


A GLUE por of the two-quart, dry 
tvpe, and with the glue vessel made 
of copper, has been placed on the 


market by the Electric 


& Manufacturing Co. 


Westinghouse 


THe H1-Power’ twin-arc lamp, 
which produces a white-flame arc, is 


J. H. Wagen- 
Accord- 


being manufactured by . 
horst & Co., 
maker it may be 


Youngstown, O. 


ing to the used for 


making blueprints, copper and zine 


plate halftones, portrait proofs and 


copy work. 





AMERICAN LINE WH, 
\ MATERIALS CO., 


CROSSARMS 
THAT LAST 





MAIN OFFICE 


O 
= 
a 
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ASK YOUR DEALER 
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Successor to 


AMERICAN CROSS- 
ARM COMPANY 








CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 








Cedar Poles 


Butt Treating 
Open Tank Frocess 


The Valentine-Clark Co. 
Spokane, Wash. 


Toledo 





Minneapolis Chicago 

















POLES 


NATIONAL POLE CO. 


Escanaba, Mich. 


220 Broadway, 
New York 


Rialto Bldg., 


San Francisco, Calif. 


2844 Summit St., 
Toledo, O. 
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Pride in the ~— ~~ 
Finished Job and 
Its Effect on New Orders 


There is a stimulating effect about completing a lighting in- 
stallation like this Dodge salesroom in Louisville, Ky. It 
gives the dealer a sense of pride in his profession which makes 


him confident of landing the next prospect. 


As a convincing demonstration of his ability and the superior- 


ity of Denzar, it will greatly influence the new customer. 


But that feeling of pride can only be experienced by selling 
lighting units which are correct in design and illuminating 
qualities. Denzar fulfills these requirements completely. Its 


soft, sunlike radiance, free from glare and harsh shadows 
makes ideal lighting for stores, offices, banks, libraries, schools 


and public buildings. 


You as a jobber’s salesman can reap the benefits once you 
stimulate the interest. Help your small dealer to secure 2 
worth-while order. See that the installation is properly made 
and that the lamp and Denzar sizes are correct for adequate 
illumination. He'll pat himself on the back when it’s finished, 


but vou ll get all his fixture business. If 


you are not thor 


oughly posted on Denzar, write to the sales manager at 


BEARDSLEE CHANDELIER MFG. CO. 


218 So. Jefferson St., Chicago 
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The Unit of Day Brightness 
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SELL 


National Products 


AABAABRBRBRBBRBRBBSBBRBSEBEBABAERAEBEA SE |S 







“Sherarduct’’ and “Economy” Rigid 
Steel Conduits and Fittings, ‘‘Flex- 
steel’ Armored Conductors and 
Flexible Metallic Conduit and Fit- 
tings, ““Flextube’’ Non-Metallic Con- 
duit, National Metal Molding and 
Fittings, “‘Liberty’’ Rubber Covered 
Wire and Cable, ‘‘National’’ Outlet 
Boxes and Covers, Switch Boxes, 
Brackets, Fixture Studs, Locknuts, 
and ___ Bushings, **Auto-Steelflex’’, 
**Auto-Brassflex”’, ‘“Auto-Flextube’”’, 
Automobile Conduits and Fittings, 
Carburetor and Exhaust Tubing. 


















Selling these National Products will 
prove profitable for you, for your 
house and for your customers. 


National Metal Molding @ 


General Offices: Pittsburgh, Pa. 













FLEXTUBE 





_Four of Many 




















Du- 


more No. 1 Grinder in use in the 


The illustrations show the 


2) em 


Wood Turret Machine Company of 





Brazil, Indiana. 


Other shops, large and small, in 
all parts of the globe, find many 
ways to use the Dumore. 
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Your Present Customers Are Good Prospects for 
Dumore High Speed Grinders 


Industrial plants everywhere are good prospects for Dumore 
Grinders. The unusual adaptability of these useful tools 
makes them a necessity in shops, large and small. 


DUMORE 


No. 1 
GRINDER 


You can greatly increase your sales without materially in- 
creasing your work by selling Dumore Grinders to your pres- 
ent customers. Some jobbers’ salesmen depend on their Du- 


more Grinder sales alone to cover their expenses. 


Whether or not your house carries Dumore Grinders we 
shall be glad to explain the sales features of Dumore Products 
to you and to assist you in every way to get the long profits 
possible in this line. Personal attention will be gladly given 
to individual selling problems. Write 


+ WISCONSIN ELECTRIC COMPANY 
8323 Sixteenth Street <O RACINE, WISCONSIN 


New York 
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View in Factory of National Acme Manufacturing Co. 


1000 Motors and 100% Service Satisfaction 


The National Acme Manufacturing 


Company has one of the most up-to- 
date manufacturing plants in the world, 
both from the plant lay-out and equip- 
ment standpoints. This plant, also the 
largest of its kind in the world, is 
equipped throughout with R & M 
motors—approximately 1000 motors in 


all. 


The uniformly excellent service rec- 
ord of all of these motors in their own 
factory has caused the National Acme 
Manufacturing Company to supply 
thousands of R & M motors as equip- 
ment on the motor-equipped screw ma- 
chines they build for customers who 


put it up to them to select and furnish 
the motors. They know from experi- 
ence with thousands of motors that the 
RK & M motor is one they can depend 
upon to match the high quality of their 
machines. 


The 100% service satisfaction R & M 
motors create among all classes of 
motor users from the large factory to 
the one-motor shop, is a sales asset for 
the R & M motor distributor which pays 
big dividends. It insures him repeat 
orders from old customers and a motor 
business which grows in volume and 
good-will vear after year. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO 


Philadelphia Buffalo 


Boston 


Chicago 


Cincinnati St. Louis 


Cleveland 


Robbins & Myers Motors 








San Francisco 


